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HE National Garment Retailers some weeks past 
held a meeting and decided that the emergencies 
of business necessitated an earlier summer season 
and they hit, fortuitously, upon May 5. Lo and behold, 
on that date torrid heat hit the entire country. 

The heat was a blessing in a way; but a calamity to 
those stuck with spring topcoats, spring hats and all the 
goods of an in-between season. So here we are, right in 
summer. Never have the garment shops been so busy 
on immediate orders for the coolest of summer dresses. 
Many of the garment factories have been working day 
and night to supply the demand. 

3ut what of shoes? One shoe merchant asks a ques- 
tion—“What would sell best in my shoe department 
today?” He answers it himself by saying: “Ice cream 
cones.” 

That man was perfectly sane in his answer. 
can readily imagine, any customer on a hot day, sitting 
in comfort in a shoe department, would be right in the 
mood for the purchase of a frozen dainty. The merchant 
doesn’t let the story end right here but carries the 
simile still further. He “What am I actually 
selling these hot days in my shoe department? The 
customer wants iced novelties and will take no other. 
I can sell ventilated types of shoes, fancy and fragile, 
basket weaves, cool pastel colors and all of the perish- 


As you 


said: 


able novelties that I can afford to size and fit. While 
the demand is on for these hot weather shoes, the rest 
of my stock might just as well be in storage. I am 


doing a volume but it is in the froth and I am finding 
but surely ageing on 
This fickle public wants 


the standard daily stock slowly 


the shelves ; but what can I do? 
what it wants when it wants it. I am in doubt as to a 
profit in my hand after the selling is over. Will my 
profit be in left-over perishable sizes? Will the net re- 
sults be a lot of work, some volume and no net profit ?” 

But a constant, continuous service to the public must 
carry with it the sale of footwear of all types. This 
merchant must fit into the picture of summer shoes. He 
must expect more returns for cause, because colors will 
change; braid will pull out and shoes will come back. 


Sweeter Service with Profits 








He must be in a position to ask a little more money for 
these specialties if he is to profit proportionately. 

One of the 
date, by retail distribution now being made 
by the United States Department of Census, is the 
breakdown of the fallacy that volume and profit always 
Domestic 


most significant revelations unearthed to 
a study of 


go hand in hand. H. Dunn, chief of the 


Commerce Division says: “The majority of merchants 


in this country do not know what items actually con- 


tribute to net profit. Some willingly carry unprofitable 


merchandise in their lines because their competitor has 


it in his; because salesmen want it or because they 


thought it maintained their prestige. One large com 


pany was found to be carrying 34 per cent of its items 


at a loss simply because it wanted to maintain its leader- 


ship. One shoe company was discovered with thirty- 
seven numbers in its line, nineteen paying no profit. 


The 


and traditions and con- 


Few businesses can be said to have a plan for profit. 
remainder continue on hunches 
sider every problem in relation to itself alone and with 
no consideration of its contribution to the fundamental 
objective.” 

and “spiced 


If you are “iced novelties” 


” see to it that there is a profit in each and every 


carrying 
numbers, 
pair, adequate to the risk involved and compensatory for 
the real service of selection which you are giving that 
customer. When you find the majority of the people 
buying these shoes are transients and not regular cus- 
tomers, you will see the fault of selling without adequate 
profit. these fancy 


types of footwear have shopped the town over and they 


Some of your customers buying 


will do it again when you unfortunately are out of 


precisely the shoe wanted. 
Lai 


ice cream cones’ 


the 


If this summer’s business is to be on 


and “lollypops,” get a price sufficient to sweeten 


rendering. 


Uattecd) fhadinens 


service you are 








A Red Hot Summer Ahead 


Sell Shoes by the Thermometer 


HE first selling week in May opened 
up with red hot summer temperature. 
The country stepped from winter into sum- 
mer-—no spring. Let’s take a look at the 
temperature chart: 
Montreal 82 Atlanta 86 
New Orleans 82 Milwaukee 80 
New York 87 Galveston 78 
Albany 92 Boston O4 
and so it goes—hot weather universal. 
The only season in the year that has a 
common temperature nation-wide is sum- 
mer; the one season of the year when all 
types of shoes, in all parts of the country, 
"VERY DA RK have a common need—coolness. 
ae Sell shoes by the aid of the thermometer 
BROWN Experts have made a study of the heat 
traction of leathers. With the body tem- 


























perature at 98.6 anybody wearing bl 
Ss DARK TAN shoes in the hot sunlight finds the foot-h 
: tests 115 degrees. 
Show a temperature chart in your wind: 





and your advertising as an aid to selling 
men and women lighter weights and lighter 





colors. There is a new field of ventilate: 
types to make profits upon this summer 
: Summer heat has the effect of causi 


{Oo WHITE AND BLACK feet to swell. One size for winter 
paReaeanes COMBINATIONS and a half size larger for summet 


wear gives another good reason | 
an extra pair. 


NHITE AND TAN 
:\ COMBINATIONS 
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ned colors in footwear and light airy construction with a HOT WEATHER 


tendency toward open shoes is the new theme song of fashion 
in footwear. While the black and white and brown and white specta- SELLERS 
tor sports types are yet in the zenith, the more feminine types and 


sandal types are to be the “extra pairs” of the season. 
The use of contrasting shades and colors has helped the costume 
shoe a great deal as it straddles more color combinations than one 
scones solid color. The many and varied textures and weaves of synthetic 
mune. fabrics and embroidered footwear permit of greater fashion choice. 
_e Pink and blue, yellow and white with colors, woven stripes for 
tthe seashore, will be stylefully profitable. The season for the white shoe 

should be longer and safer than any previous season. 

86 The uses of sandal patterns and open overlays complement the 
80 summer hats which are unlined and very thin and airy. These thin 
78 braid hats will influence many airy types of footwear for the women 


“ce 


M4 in search of coolness will buy “cool ensembles.” 
Women will shop for new shades and new patterns this season 


more than ever before because: 


1. The solid pastel frocks 
2. The relief from black 
3. Novelty of light colors 
4. Youthful expression 








and because of the desirable color combinations distinctly in fashion 
this summer. 
Sixty special numbers—red hot sellers for coolness—shown on 


this page. 


(1) Perforated two-colored one-strap pattern that has 

been featured and sold in all grades of merchandise. 

The shoe fits with so many costumes and the pattern 

ts so wearable and the heel so well chosen that tt bids 
for big selling 


(2) New treatment of the town oxford. This shoe, 

quite conservative in monotone treatment, becomes 

very conspicuous when styled with base of white calf 
trimmed with chocolate or oxblood calf 


(3) This three-eyelet oxford is made of a proven fab- 
ric that has some rayon over thread. For volume and 
safe buying this type shoe may be sold in all arades 


(4) Novelty oxfords, very much the fashion today 

are using perforations in sunburst details. The valu 

of this effective way of punching is that it gives race 
to the pattern and breaks the length lines 





(5) For everyday wear the coolness of this styleful 

number makes a convincing talking point for the 

salesman. This shoe is very effective in all white and 

becomes extremely youthful when tipped and quar- 
tered in contrast 


(6) This effective Betsy Anne ts the selle 
of the hour. One has only to remember 
the success of the by-gone Mary Jane to 
appreciate the selling value of this number 
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ream and French 


Pastry 


Doubtful Diet for Retailers \Who Subsist on Bread 
and Butter Patronage, But Profit Merchandise 


for Stores That 


A season of brilliant color and extraordinary wa- 
riety in beach toggery is forecast for this year 
and is already an accomplished fact at the south- 
ern seaside resorts. Beach apparel and beach foot- 
wear of the types shown in the accompanying illus- 
trations were developed in Paris, but adopted by 
the ultra-smart in Florida and California during 
the past winter. * Every seaside and important in- 
land water resort will see them this summer 


Illustration above shows a beach shoe of belting 
fabric laid on the bias, with colorful stripings and 
featuring cork sole and heel and slipper counter. 
The photograph at the right shows a sandal type 
of beach slipper made of striped denim or straw, 
using grosgrain belting for finish and strappings. 
It carries a cork heel covered with the grosgrain 


Sell 


the Ultra-Smart 


N entirely new type of beach togs with special foot- 
wear to harmonize is in demand for the ultra- 
fashionable beach resorts. Some of these shoes 

are illustrated in the accompanying photographs. The 
vogue of odd stripings in beach footwear for vamp and 
quarter detail is very much in evidence, but the motifs 
have changed to suit the new types of garmentry. 
The uses of vivid color, startling combinations of three 
and four pastels, have left a fanciful and fruitful field 
for the wide-awake creator. Europe has turned to the 
uses of colored tapes of two and three inch widths which 
are cleverly backed to feature odd combinations. 
tape can be easily adjusted for strappings and is mounted 
on straw or on the new cotton fabrics which are im- 
The cork 


This 


pregnated with latex. or rope soles with 
rubber surfaces are more and more in demand as are the 
rubber and cork mixtures, and all rubber clogs with 
knitted saddles. 

The new interest springing up in synthetic weaves 
and the demand for price footwear has caused a develop- 
ment of cotton and linen chemically treated, to be used 
for shoe construction. It is claimed that many of th 
leather daytime shoes are able to meet price pressur 


the uses of such materials for sock linings and inner- 
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soles. Some firms claim a saving of five cents a pair 
by so doing. 

The new summer silhouette and the changes of fashion 
are at this time most important. The development in 
women’s fashions will mean a new shoe era, as seen on 
Fifth Avenue today. The type of summer footwear that 
is being displayed on the avenue is indicative of many 
new models for playground and beach wear. 


T is surprising too what attractive and wearable models 
have been developed at very reasonable prices. 
And it is curious to watch the conservative public reach 
out for each and every novel treatment of styleful mer- 
chandise. The daytime printed silk frock with its tiny 
cape and youthful lines has accustomed its wearer to the 
feasibility of light apparel and the light and airy shoe is 
destined to be in great demand during the summer vaca- 
tion months. 

Merchants throughout the country would realize a new 
interest and buying urge among their customers as well 
as those who are not, if they would display a few hot 
weather shoes set in a suitable background. Young 
moderns are hungry for this sort of merchandise and 
will sacrifice the purchase of a hat or bag in order to 
buy attractive vacation shoes for week and beach wear. 

Many women practice the most rigid economy during 
the spring months so as to be able to indulge in little 
extravagances for the vacation time. The anticipation 
of playing a part in the friendly group who gather on a 
hotel veranda or the near-by beach, or the advantage of 
being well dressed at week-end parties and excursions, 
has caused more than one girl to shop frantically during 
the noon luncheon hour. 


yen no longer frightens and the fear of being 
conspicuous has entirely passed away. The modern 
and her older sister wear what they please and the 
colors which please and express their personality. Hence 
there is a big season ahead for summer footwear. Extra 


pairs if you will and in some cases long chances will have 
to be taken. But in order to get your share of pairs, 
study the market, watch the weather, anticipate the 
season and use your past experience. 

Needless to say the volume market on beach foot- 
wear will be served this year as usual with rubber bath- 
ing shoes. And there is no lack of variety in patterns, 
styles and colors, for the manufacturers of rubber foot- 
wear have been keenly sensitive to the demand for style- 
ful beach shoes. There are a great many problems for 
the retail merchant to face in connection with the profit- 
able merchandising of specialties of this nature, as every 
shoe merchant knows. Nevertheless, it is a branch of 
the business that properly belongs to the shoe store and 
if the shoe merchant pays close attention to the style 
requirements of his clientele, he is in a position to serve 
the public more effectively in supplying such merchan- 
dise than is any other type of store. The shoe store is 
the place to look for bathing shoes that are really style- 
ful and distinctive. 
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A_ two-tone beach pajama costume featuring 
stitched linen hat and cork mules by Mary Nowit- 
sky of Paris. These novel beach costumes open 
a field for footwear of an entirely different type 
from any seen heretofore, and daring designers 
have gone the limit in creating bizarre and fanci- 
ful effects. Not volume merchandise for the aver- 
age store, but specialties with exceptional profit 
possibilities for shops which sell the class of cus- 
tomers that will wear them 





Windows That Speak Out 


Make your displays tell a story about SEASONABLE SHOES 


D 
sum 


costs 
There’s style appeal in ev 


feature of this fascinating w 
dow by Lord & Taylor, fri 
the background in the moder 
istic manner to the shoes tt i. 
trip smartly down the avenu 
Ideas expressed by subtle su 
gestion are among the m 
effective of sales argument 


pro! 
the 1 


into 


with 


Door or the-~ Avenued. Smartest feo. 


og 


Another Lord & Taylor shoe window 
designed with a simple artistry that 
gets the story over convincingly to 
the customer. This time the en- 
semble is the thing and the window 
leaves no one in doubt as to the ex- 
ceedingly important part that shoes 
play 
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t} Loud of Style and Summer 


D )N’T fall an easy prey to the subtle contagion of 
The outworn tradition that 


inertia in summer. 
summer is inevitably a dull period for retail business 
costs the merchants of America millions in - potential 
profits every year. Intelligent sales promotion through 
the months of June, July and August can turn summer 
into a season of profitable selling, and progressive, alert 
stores are doing it. 
\Window displays that tie up summer merchandise 
with the multitude of interests that absorb the attention 


of customers in summer offer one of the most effective 
ways. Change your windows often and make them 
express the occasion and the purpose of the shoes you 
sell. Make them reflect the spirit of sports, vacation 
and the outdoor life. 

You'll sell more shoes if you time your windows with 
the things folks think about in summer than if you 
merely show them merchandise at cut prices. Showing 
the use of a shoe interests prospective purchasers when 


just quoting a price leaves them cold. 


2 De, cer ia ee 
“a 


res the whole story of 
mer sports footwear told in 
few simple groups of shoes 
ranged together with the 
ls of the game A. G 
ilding G Bros. know the psy- 
logy of sports and so it's 
rth while to note how they 


do it 





———<_——_ 
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A Lane & Bryant shoe win 
dow that offers a striking ex- 
ample of how a pleasing ar- 
rangement heighten: 
in a display and thereby at 
the attention of pro- 


interest 


tracts 
spective customers 
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Sportswear General 


RE we to see in men’s wear a similar buying habit 

developed as is common in women’s wear. Now 
women’s sports clothes are worn for almost every 
summer occasion. They will be worn to office and 
while shopping and will become in women’s wear the 
universal summer costume. We are speaking sports- 
wear generally now and forgetting those special occa- 
sions that need special apparel and footwear. 

Coming right to the subject of men’s sport shoes, 
George E. Peirce of Providence, R. L., tells us that 
with the first hot days of the season he has noticed: 
“that it has been very proper to wear black and white 
sport shoes with business dress. If such is the case 
and the sport shoe is becoming the business shoe for 
men, I for one cannot see where pushing the sport shoe 
is going to increase the sale of men’s goods, unless 
the sport shoes are worn on the occasions for which 
they are intended.” 

Our only answer to Mr. Peirce is the one a member 
of our staff gives: “Am I right or am I right?” 

We are in for a sport summer. Winter died as of 
May | and summer opened up in a blaze of heat on 
May 2. The extra spring shoe for men seems to be 
out of the picture. The summer sport shoe is coming 
in and by a very peculiar mental twist, ,the man who 
buys sport shoes expects to get them for less money 
than shoes for ordinary wear and at the same time 
expects to wear them more than occasionally. 

The new scheme of dress and color harmony has 
helped the sale of men’s shoes. Now along comes a 
sport period where black and white shoes are worn 
with dark suits for regular business dress—brown and 
whites are worn with brown suits for street wear—and 


there you are—at best it is a new pair of shoes—ii 
an extra. 

Who would believe that men would wear unlined 
and ventilated fancy oxfords with cross-woven 
parts, but they are now in the picture and sala!) 
Novelties have come into the men’s stores this s 
and a profit is to be had whether they are prope: 
no. And inasmuch as the primary function of business 
is for profit—let’s continue “to take the mone; 


ie th als, 


Our Business Crime Court 


AVE you been reading the Business Crime Court? 

What do you think of it? Three outstanding 

cases are to be covered by Harold Whitehead, the 
first of which has just been completed. 

Several merchants beg to differ with Judge Brad- 
dock. One manufacturer says that if he were on the 
jury he would have acquitted Mr. Green, as from the 
evidence presented it seemed to him that “if we had 
more dealers like Mr. Green, manufacturers would be 
better off.” 

These Crime Court cases by Harold Whitehead are 
unique in business paper publishing. They are so en- 
tirely different from the garden variety of stories that 
they make an extra eye and brain appeal to most every 
reader. Many merchants who have been force to 
leave their business for jury services have “got a great 
kick” out of the Business Crimes Court because of 
their personal experiences of the give and take of evi- 
dence. 

At any rate, it is a new approach to a solution of 
some very serious business problems. 
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Keep Your Level Up 


OW inexcusable a prolonged period of business 
depression appears. Here is a great commodity 
which people are sure to buy month by month in about 
their customary proportions. In its production and dis- 
tribution approximately the usual number of men are 
now employed. And their wages go out to fructify other 
industrial fields. They are wearing out shoes and 
shirts and the thousand and one commodities of life 
and presumably making the usual replacements. 
The difference between good times and poor really 
comes in the reservoir of goods on hand. This level 
varies greatly with the state of public opinion, or with 
what the President would call the “psychology” of the 
situation. When times are brisk, the great army of 
manufacturers, wholesalers, jobbers and retailers keep 
gool sized stocks. They are undisturbed if the 
reservoirs stand at a high level. 
depressed, the cautious merchant lowers the level of 
This change, more than anything 


Whenever times are 


his stock on hand. 
else, checks production, just 





works for the accomplishment of the task in hand, and 
—the man who just works. It is the energetic, progres- 
sive salesman, the interested worker who puts the store 


to the forefront. Your store is no bigger, no better, no 
stronger than the men and women who sell your mer- 
chandise and keep your books. 

Your stock is no larger than the memory of your 
salespeople. 

It, therefore, behooves every merchant to so organ- 
ize, educate, and compensate his sales force so that 
they will be the reflection of the spirit which he desires 
to be radiated from his store. 

In the last few years, it has been demonstrated by 
many large industrial enterprises that it is a paying 
proposition, both from an ethical and financial stand- 
point, to pay all employees connected with the institu- 
tion a wage and a bonus that is in keeping with the 
service rendered. For after all, the payment of help is 
and must be both an ethical question and an economical 
question. The only basis of compensation of any indus- 
trial institution, great and small, that is fair alike to the 
management and to the help 
must be calculated on a pro- 








as refilling the reservoir 
when things begin to look 
up, accelerates the wheels of 
industry. 


ll, i 


Keep Your Good 
Clerks 


HERE are two kinds 
of salespeople, the pro- 
gressive, man, 
who works with his mind, 
his heart and his body, who 


ambitious 














nity. 


a 














—Good News— 


“The Recorder meets with the ap- 
proval of every shoe merchant, as 
naturally their biggest problem today 
is to forsee the trend in colors and 
materials in women’s shoes and to 
have the shoes in their stores when the 
real demand comes. 

“Any information you can put be- 
fore us that will influence us into buy- 
ing the proper colors and materials 
for the months in which they sell will 
be most welcome. 

“Madame Jeffries certainly seems to 
be amply competent to diagnose the 
style trend as to colors and materials 
and her recommendations in the past = 
have been pretty near one hundred 
per cent perfect.” 


The only way to get color right, ma- 
terial right and style right is through 
study of the trend of fashion, something 
that is best expressed in words and il- 
lustrations on the printed page. 
Recorder endeavors to study all sources 
of style and to clearly, carefully and con- 
cisely indicate the flow and ebb of fash- 
ion as it influences footwear. Then every 
merchant, wherever he is, can measure 
it against the needs of his own commu- 


» Se G 





Nashville, Tenn. 


No man has 
a right to demand more for 


ductive basis. 


his services than he has ren- 
dered in actual good to the 
which employs 
Neither can any in- 


institution 
him. 
dustrial institution, whether 
it be a factory, farm or 
store, expect or demand 
from any man services be- 
vond that for which he is 
The efficient 


salesperson is always 


being paid. 


worthy of his hire. 








John P. Bell, 
Bell’s Bootery, 


The 
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President. ies 7 = 
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Tre BUSINES SiC 


The People vs. 
James Phelps 


By HAROLD WHITEHEAD 


HE attendance was thin at the Court on the third morning of the ca 


The People against James Phelps. 
Braddock arrived, his health being 


It was nearly eleven before | 


still somewhat precarious. The | 
opening of the Court by the Court attendant followed the entrance of the | 


and amid the confused buzz of whispered conversation. 
A sharp rap from the Judge’s gavel and silence prevailed. 


Brent half stretched, then leisurely pulling himself up from his chair he + 


benignly on the jury and turning to the Judge, said: “May it please the ( 
the evidence offered against my client by the brilliant district attorney is so 
ously lacking in substance that I move for a dismissal.” 


The Judge smiled ever so slightly and 


denied the motion. Brent raise 


eyebrows, but without a word turned to the jury. Half sitting on the Co 


table he began. 


“Gentlemen. It really seems a shame to detain you further on this case. -\ 


good book has it, ‘Out of their mouths are they confounded,’ and that appli: 


the witnesses called by the district attorney. Yet perhaps it is well to cont 
for by so doing I hope to make the absolute innocence of my client so obviou- 


42 
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CRIME 


COURT 


] What are the causes of inadequate turnover? 
] What is the moral obligation of a retailer toward a wholesaler who 


has come to his aid in a crisis? 


] Two vital questions raised in this week’s installment of Harold 
Whitehead’s “Business Crime Court.” 


| Read what the witnesses say. 
evidence.” 


such stupid charge may be dismissed forever from this 
Court. Perhaps I can best prove my contention by ask- 
ing my client to be the first and principal witness for 
the defense.” 

Turning to James Phelps he murmured, “Just sit up 
there, Phelps. We shall not have to detain you long.” 

Phelps looked startled, his naturally woe-begone ex- 
pression being heightened by his obvious nervousness of 
the mystery and majesty of the law. He was quickly 
sworn in and seated himself on the edge of the chair, 
his hands clasped tensely on the arms. 


Brent: “Pray relax, Mr. Phelps. You have nothing 
to worry about. What is your full name.” 

Phelps: “James T. Phelps—the T is for Timothy.” 

Brent: “And you conduct a small retail store in this 
city ?”” 

Phelps: “I am—I do—I mean I—yes.” 

Brent: “You are married, I take it.” 

(A laugh goes through the room, quickly checked 
by the Court.) 

Phelps: “Yes, I’m married. Seven children.” 

srent (suavely), “That’s quite an expense, isn’t it ?” 

Phelps: “Is it? You just try it!” 

Brent: ‘No, thanks. 
vour family ?” 

Phelps: “I do my best. We get by.” 

Brent: “So this claim that because you buy when 
and where you wish you are unable to run a profitable 
store isn’t proved by facts is it? 


Yet you manage to support 


I mean, you are meet- 

ing your bills and keeping vour family in comfort?” 
Phelps : 

you.” 


(looking blank) “I — yes, sir — thank 


Brent: “You remember the man Lyons, who testified 
on the opening day of this ridiculous charge.” 

Phelps: (gulping) “I know him, sir. I heard him.” 

Brent: (softly) “He seemed quite arrogant, didn’t he ?” 

Phelps: “What?” 

Brent: “He was quite—er—high hat—you know, 
likes to run things?” 

Phelps: (nodding) “He always was like that. He 
used to shout in the store if he didn’t get an order— 
or his money.” 
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Then form your judgment ‘‘on the 


Brent: “On the last time he came to your store you 
decided to stand no more nonsense from him and told 
him you were through?” 

Phelps: (with some assurance) “Yes, sir. 
through with him and I told him so.” 

Brent: “Quite right. Just because you are quiet, he 
evidently mistook your desire to be considerate, for 
weakness. So you had to assert yourself, didn’t you?” 

Phelps: (nodding) “That's true, sir. [1—asserted 
myself.” 

Brent: “And told him you would buy no more from 
him?” 

Phelps: (with an air of bravado) “I told him good 
and proper.” 

3rent: (laughing heartily) “And then he got mad 
and said he wouldn’t sell to you?” 

Phelps: (also laughing) “That’s right, sir.” 

Brent: “Some grape for him, eh?” 

Phelps: (with a determined twist of head) “I'll tell the 
world.” 

Brent: “But he never refused to sell to you until you 
told him to get out of your store and not bother you?” 

Flinn started up, then, with a sneer, shrugged his 
shoulder, and sat down. 

Phelps: “That's true. He was always glad to get 
the business.” 


Brent: “In fact, practically everybody is glad to 
enjoy your business, even though you buy cautiously ?” 

Phelps: ‘I have no trouble in getting what I want. 
Of course they pester me to make the business bigger, 
but that’s their job, I suppose.” 

Brent: “You are a shrewd man, Mr. Phelps. But 
you refuse to be coaxed to buy more than you hope 
to sell in a short time.” 

Phelps: “You said it. I work for turnover.” 

3rent: (glancing around the room) “Of course, like 
every other merchant, you buy some goods that stick.” 

Phelps: “Er—er yes—now and then.” 

Brent: “If you had bought all the vendors said you 
ought to have bought, you would have had some pretty 
heavy stock of the occasional poor buys, eh?” 

[TURN TO PAGE 80, PLEASE] 





66 LOODSUCKERS! Cutthroats! Cheap 
Johns!” 
For the past six weeks Charley Bowman 


had been muttering under his breath whenever business 
was a little quiet. 


As you may have guessed, a new chain store had 


opened up on the opposite corner. It had enjoyed right 
good business, too. For some reason Jim Bowman, 
senior partner of Bowman and Son’s, did not share his 
son’s anxiety over the new store. 

“Charley,” he said, “to be real honest we should put 
the Universal Shoe Co. on our pay roll.” 

Charley gave his father a disgusted look and said 
nothing. 

“T mean it!” Look at all the things you’ve done since 
they opened—recovered the fitting stools, polished the 
window floor and put in brighter lights, been more care- 
ful about the looks of the window shoes, cleaned up the 
sign and even straightened up the findings case. You’ve 
pepped yourself all up too, and pumped the boys full of 
your own enthusiasm.” 

“Well, you don’t think I’m going to let that chain 
outfit steal all our trade, do you? Not bya...” 

“Ah there, my boy, that’s just the point. That new 
competition is making a better merchant of you. All 
those improvements you made should have been done 
anyway. But no, you neglected them till those chain 
fellows came along and prodded you into action. Right? 

“Now you see what’s meant by ‘Competition is the 
life of trade.” If ours were the only store in town 
what a dead place this would be! Left to our own in- 
clinations none of us would amount to much; we would 
drift into the easy, lazy way of doing things. We all 
need urging, driving, prodding to do our best. A live 
chain store neighbor certainly furnishes that needed 
impetus. 

“Take our own store. Nine-tenths of our supervision 
over the boys is not teaching them what they should do, 


One way to compete with the chains is 

to be as different from them as possible, 

to give the very things that would tend 

to ruin them, such as delivery service, 

credit service, adjustment service and 
special order service. 


MURRAY C. FRENCH 


but compelling them to do what they already know 
should. Competition is the whip that keeps little 
like you and me in the straight and narrow mercha 
ing path.” 

“Hmph! You talk as if those blackguards were 
to be a big help to us.” 

“And no joking! In the first place, chain stores 
settle in dead locations. They'll improve our bloc! 
bring more people to this corner looking for 
We'll get our share of that extra flow of trade. 

“In the second place, they won’t fail. Nothing 
the retail shoe business like a retail failure, and I'v: 


they 
boys 


idis- 


voing 


lon't 
and 


urts 


seen 


plenty of them. And in the third place, I pity the town 


the chains avoid. 
ents there aren’t making any money. 

“Then here’s another sidelight. 
comes to town enlarges the trading area of that 


Every stor 


That’s a dead town and the independ- 


A city supporting five hundred stores has five times 


trading area that a town with a hundred store 
claim—-and five times as much transient trade. 
“We are the leading shoe store here. 
grows we will grow with it and will continue to |x 
leading store. Every other store in town helps us 
We should welcome every new retailer, even i1 
own line, just as heartily as we welcome a new fact 
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[|] COMPETITION 
by AVOIDING IT 


Jim Bowman says: “The competition that causes failure is the competition of lazi- 

ness, inertia and lax methods within the store. The lowering of grades to meet com- 

petition is the laziest thing | know of. And the worst of it is, the lower you go the 
more competition you meet.” 


“But,” Charley objected, “the trade the Universal 
Shoe Co. pulls to town doesn’t do us any good.” 

“Doesn’t it? When their customers come to town 
they buy clothing, hardware, and gas as well as shoes. 
We'll eventually get our share of those other dollars 
which, had it not been for our chain competitor, would 
never have come to this town at all.” 

“But Dad, everybody knows these chains are heartless 
bloodsuckers. They send out of town every dollar 
they get and contribute nothing to the town’s welfare.” 

“We, too, send out of town at least 65 per cent of 
They leave in town their rent, heat and 
Really the only 


our receipts. 
light, taxes, and salesmen’s salaries. 
money they send out of town that we keep here is for 


supervision, printing, interest, and profit, nothing else. 


So there’s mighty little difference between us on that 
score, not over ten per cent.” 
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“This chain competition doesn't seem to worry you 
at all, Dad.” 

“Competition is just a kick in the pants. 
are all in line marching up the hill of progress. 
man in the line is trying to give the fellow ahead of 


We retailers 
Every 


him a good kick. 

“A kick, properly placed, only pushes the kickee for- 
If he turns to fight the kicker both fall out of 
line and some one else gets their places. 


ward. 


“The best way to meet competition is to avoid it. To 
be specific, the stronghold of the chain store is low 
priced shoes. Why storm their stronghold? Why play 
their game when all the indications are we can’t beat 
them on their own grounds? 

“Our game is better grades, with all the individual 
attention, careful fitting, and pleasant atmosphere that 
goes with high grade service.”’ 

“You're not reasonable, Dad. You 
admit the chains are successful yet 
you say we shouldn't imitate them.” 

“Right ! 


Caruso had a fine voice 


Every man to his own 
talents. 
but you wouldn't ask him to sing 

[TURN TO PAGE 74, PLEASE] 


MORE STORES = 
MORE TRADING 
AREA 


Every store that comes 
to town enlarge: the 
trading area of that 
town As the town 
grows each store has 
the opportunity to 
grow. Each merchant 
should welcome other 
‘ stores to town, even 
in his own line 











Specialist in Newspaper Advertising 


UY HUBBART, associated with our staff, is a veteran aa 


Making Every Ad Sell Shoes 


For the Shoe Merchant Who Wants Increased 


Sales at Lowered Cost 


By GUY HUBBART 


Selling power  ele- vertising man of long and varied experience in practical 

ments in order of im- retail advertising work. He is and has been for many years an 

portance in this ad instructor of newspaper advertising in Columbia University, where e 
agi : oe awn he has trained many brilliant and successful copy writers. He 

appeal on values, and stands ready to analyze and criticize your store’s advertising and .o 


(3) simplicity of lay- 
out, Size, 2 cols. by 
10.5 in. 





to put it up against the Hubbart measuring stick. 
every retail merchant to get more and better results from the 
newspaper space he uses 





Little Miss Atlanta 
Steps Out! 


Certainly the “Little Misses” will have their days of 
stepping along with their older sisters and surely they 
will want and expect to be as vogueish as she. There 
are bright spring days ahead that will most assuredly 
call for parties along with other minutes of play. Here 
are shoes for little feet, adaptable to every minute in 
her day 





Black Patent Leather 
Dress Slippers 


Very stylish and dressy littl 
slippers with front strap and 





buckle. 
Sites 1114 to 2..... .. $5.59 
Sizes 214 to 7........ $7.50 





Brown Calf Oxfords with 
Simulated Lizard Trim 


Yes! Exact duplicates of the 
most up-to-the-minute style 
that big sister wears. 

Sizes 8% to 11........... 4S 
Stves 11% to 2.........0. $5.00 








Black Patent Leather 
Dress Pumps 


Little patent leather pumps 
that will fit right in with any 
party or other social activi- 





ties. 
Sizes 1154 to 2........... $5.00 
Sizes 214 to 7......4-20++ $6.50 





Tan Sport Oxfords in 


Two T ones 
Por those many hours spent 
in play of all sorts and that 
will stand lots and lots of 
wear 
Bizes 214 to B............ 38,50 
Widths AAA to C 


4 
ee) 
- 






eis 





Children’s Shoe Dept., Second Floor 


DAVISON; PAXON CO. 


wth MACYS, Mew Yrs 

















He wants 


among progressive shoe retailers. Some still look upon newspaper 

advertising as an item of expense justified only because the advertise- 
ment keeps the store name before the public. Others attribute a certain 
percentage of daily sales to the general influence of items featured in space, 
in addition to whatever prestige value the advertisement. may have. Still 
another group looks upon the daily or every-so-often advertisement as a 
definite factor in moving certain lines or stocks at increased speed over 
normal, and attribute a definite percentage of daily or weekly gain in saies 
volume to the direct selling-power of newspaper space. This disparity 
opinion arises largely from lack of a definite standard for gaging or measur- 
ing the effect of advertising in relation to normal sales volume and is ac- 
countable for doubt in many instances as to the real value of consistent 
use of space in expanding business, building lasting good will and reducing 
overhead. 

In view of the above, whether or not it covers all cases, the purpose here 
is to outline a practical method of adjusting space usage to the three |asic 
factors of shoe retailing on which productive retail advertising depends 

These factors are in the order of importance: 


1. The daily normal selling capacity of the store. 


bo 


. The size of population served by the store. 
3. The class of trade catered to and the class of values offered. 


In other words, while advertising has the same general effect on the sales 
of any retail store, the application or method of utilizing the effect must | 
adjusted to the nature of the store and to the type of values represeritec 
by the bulk of stock carried. 


ye 


Naturally, everything else being equal, the store having a normal average 
daily sales volume of $1,500 should get more direct results from the tse 
of a given amoynt of space in the same newspaper than the store doing 
$500 a day. But results should be proportional if class of values and cass 
of trade are identical. The point is a standard of space usage that fits the 
larger store is hardly practical for the smaller one. 

Again, using the same illustration, if the $1,500 a day store carries «rly 
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IEWPOINT as to value of newspaper advertising varies wi:lely 















Don 
mone \ 
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(a) 
(b) 


(c) 


Boor A 


Don spend good 
money for newspaper 
advertising space and 
then lose out by a- 
lowiny your sales 
message to misfire. 
Stud good advertts- 
technique 








In line with a defin- 
itely determined policy 
of ours we are clearing 
all our present mer- 
chandise to make way 
for the influx of spring 
stocks. That means 
most unusual price cuts 
—and it also means 
quality at the lowest 
prices of the season. 


GROSS’ 


THE ONE PRICE STORE 
BERLIN, :-: PENN’A 
° 





Selling power — ele- 
ments here are (1) 
special values special- 
ly priced, (2) wide 
appeal, and (3) vigo- 
rous display. Layout 
is compact and has 
high attention - power 


BROTHER 


Shoes for Women . . . $2.98 
Shoes forMen.... . $2.98 
Shoes for Girls... . . $1.98 
Shoes for Boys... . . $1.98 








popular values a different standard of advertising procedure is necessary 


than if it carries large upper-price-level values or if its stock is about 
equally divided between popular, medium and upper levels. 


So the first step toward better use of space and more productive adver- 


against general results; putting it another way; a method of using space 
in conformity with what space does for the individual store. 

Laying aside differences in size and class, since only one example is 
practical in a single article, the outline only of a method is presented here. 
Specific examples, based on kinds of stores and classes of trade, will be 
presented in future articles. 

This is the procedure in developing a standard of measurement for space 


Tue First Step 


usage and checking of direct results: 


First, keep a record over a given selling period of these points: (Three 


weeks advertising, two ads a week for example ). 


(a) the number of advertised items in space 


IEWPOINT aS tO the value of 

\ newspaper advertising varies 
“ae : ; : as : widely among progressive shoe re- 
tising is a practical method of checking the influence of advertising resuits tailers. Some look upon news- 


paper advertising as an item of 
expense largely justified only be- 
cause the advertisement keeps the 
store name before the public 
Others attribute a certain per- 
centage of daily sales to the gen- 
eral influence of items featured 
in space in addition to whatever 
prestige the ad may bring A 
third group looks upon the daily 
or every-so-often ad as a definite 
factor in moving certain lines and 
items at increased speed, and at- 
tribute a certain amount of busi- 


(b) the amount of space used for the period, say 30 inches twice a week ness to direct selling power of 
tor three weeks—240 inches total. 


\ 


pace 


(c) The relation of total sales to sales made on specifically featured items. 


Thus, for example, five shoe items are featured in space and direct 
[TURN TO PAGE 76, PLEASE] 
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Time for Outdoor Footwear 


Memorial Day Ideal Occasion for Big Push on 


EMORIAL Day offers many opportunities for 

boosting the monthly sales volume during the 

merry month of May, and can be fittingly 
capitalized by shoe merchants in pushing the sale of 
footwear for the beach, the country club, the lakeside 
resort, for sport and for dress wear. 
public for Decoration Day activities are many and 
varied, running the gamut of sports shoes for the golfers, 
tennis shoes for the tennis player, sportswear for spec- 
tators, for graduations, for afternoon teas, and hosiery 


for all occasions. 


As a means of tieing up with public needs for 
The Hahn Company of 


Decoration 
Washington, D. C., uses at- 
tractive newspaper advertis- 


Day activities, 


ing to feature footwear for 
the great outdoors and con- 
trasting hosiery to match. 
The caption, “Your Needs 
for Decoration Day <Activi- 
ties,” serves to introduce at- 
tractive illustrations of the 
beach, the country club, the 
cross country trip, and the 
motor trip to distant resorts 
and points of pleasure. 
“Memorial Day Outing Sug- 
gestions,” is the headline of 
another advertisement featur- 
ing the little things that 
count most when “You are 
planning an enjoyable trip.” 

In this way this store gets 
over to the customer and the 
prospective customer the idea 
of equipping themselves for 
memorial day festivities. The 
advertising is placed with 
timeliness as the chief aim in 
mind so that the Memorial 
holiday merrymakers and 
picknickers may be reminded 
of their needs. The function 
of all such advertising is to 
keep the public constantly re- 
minded that The Hahn Shoe 
Stores are the logical place to 
shop for whatever is wanted 
and whenever the public 
wants it. 

Memorial Day can_ be 


Whites, Summer Weights, Sports Shoes 


The needs of the 


results. 





DECORATION DAY 


Opens wide the gates to the 


GREA ORS / 






While Shoer 


The vogue of contrasting white 





footwear with sun-tan hosiery, pre- WI . 
dicted by fashions arbiters, is met ite and Sports 
with beautiful slippers for every Shoes 


Sumimertime oceasion its ities 


new Summer $ 00 
“Hahn-Special” 

shoes, at all 

our stores. 


Pictyred, two of 


tured in lovely 
Hahn “Carltons” 


$10)-50 


At our F St Shop 
only 


most intriguing 
model 





Another low 

Many other “Carl- heel, white kid 
ton” peerless white beauty —also 
fashions— shown tn 


$1050 to $18.50 “Khali Keo!” 
Smart Sports Shoes 


For spectators 
sportswear, white 


oN 
5 buck, trimmed with 
& 


A teal golf shoe— 
tan elk, brewn rep- 
tile trim—also white 
and black combina- 
tien— 


$10.50 





These, and many others 
—at ALL our stores! 


1207 F St. 
3212 14th 








Cor 7th & K Sts. 














ly, are bound to reap more than a fair share of sales 


suitably capitalized by shoe dealers everywhere in jvush- 
ing the sale of sports footwear and hosiery, as well as 
“dress” wear, and other related items which fit in with 
the motor trip, the picnic party, or the social function, 

Suitable window and store displays can also be fitting- 
ly tied up with this annual event. 
start this drive, both through advertising and window 
displays, or at least two weeks before the occasion, 
and who go after the Memorial Day business extensive- 


Shoe merchants who 


] 


The keynote of retail selling has for many years cen- 
tered around clearance sales for mid-summer. () 


thers 


have found the fashion appeal 
as good in July as in June, 
and that July can still be 
made a fashion month for the 


sake of pushing summer 
merchandise. 
Summer sports always 


afford the shoe retailer an 
opportunity by tying up with 
all sporting events of import- 


ance. Vacationists should 
not be allowed to get away 
without being properly 
equipped. Fourth of July, 


like Memorial Day, is sym- 
bolical of vacation ‘ays, 
summer sports and week-end 
parties, and the shoe mer- 
chant who is alive to his op- 
portunities will tie wu 
sales efforts with this event 
by exploiting his merchan- 
dise to the best possi)! 

vantage. Patriotic displays 
for Independence Day 

cluding flags, eagles, | .1)erty 
bells, portraits of Wasling- 


s 


ton, pictures of Colonia! 
statues of Liberty, etc 
will not only create a crea 
deal of good-will, but 
will also create the impr: 
that here is the logical jlace 
to buy shoes and acces» 
3y means of effective 
book-ups with the vacation 


‘ Ss iT1 , . sel] more 
How Hahn of Washington featured Decoration Day spirit, you can sell 
in advertising to usher in outdoors footwear season shoes in summer. 
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Sport STYLES... 


IN STOCK 


More FLORSHEIM SPORT STYLES will be sold 
this season than ever before. Sport Shoes 
will be part of the Summer attire on the 
street, for outings and for leisure hours 
anywhere, and Florsheim dealers are mak- 
ing this trend of fashion help sell FLORSHEIM 
wearers Sport Shoes as well as regular 
styles... THE PRINCETON {as illustrated) . . . 
Stock Style S-352, an unusually attractive 
wing tip pattern suitable for all Summer 
dress occasions — White Nubuck with 
Black Calf trim . . . One of the many 
Florsheim Sport Styles ready to ship 


THE FLORSHEIM SHOE COMPANY 
Manufacturers Chicago 


Vost Styles 
Retail at 


$10 


e FLORSHEIM Shoe 


ee the Man who Cares 
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Under the eyes of shoe- 
dealers the country 
over, an entire industry 
is being Revolutionized! 


TANDARDS have changed. Emphasis has shifted. The 
shoe which once sold itself because of style and style 
alone is inevitably losing ground. 


The smart American woman at last has learned the fallacy of 
wearing a shoe merely for show . . . Today, footwear must 
blend comfort with style or she will have none of it! 


With respect to fashion, her rigid requirements have not al- 
tered. But in the long-neglected matter of ease, she stresses 
these forceful demands: “I expect even my smartest shoes to 
be comfortable! ... Restful... Relaxing.” And her dictum 
is revolutionizing the industry! 


Dealers can successfully meet this spirited change by concentrating 
on the one line of shoes that is in perfect mood with the modern 
mode: 
FOOT SAVERS .. . whose patented inbuilt construction 
answers the demand for EASE ... 


FOOT SAVERS .. . whose advanced STYLING anticipates, 
in every detail, the fashions of tomorrow... 


FOOT SAVERS . . . whose two-fold appeal is a constant 
assurance of REPEAT business. 


SHOES 


& KOKENGE CO. 


CINCINNATI OHIO 


Cen enn en ae ee 
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Vode Suede Kid, first introduced 


last season, met with suchégreatsuc- 
cess that production has beenmate- 
rially increased. It has proved to 
be a valuable contribution to artis. 
tic shoemaking because .. . 

It permits the use of lighter weight 
leather combined with strength. 
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.E CUTTIN GS 


The varied and beauti- 
ful colors in Vode Suede 
Kid blend so well with 
the authentic colors for 
fallin Vode Glazed Kid. 

It is non-crocking and 
hasa uniformly fine nap. 


It is economicalin price. 


SPLCALAETOTIO TOOTS 


[ALLIED Bre 
COMPANY 


STANDARD KID DIVISION 
209 SOUTH ST, BOSTON 


ec 





Ivis Last—Flexible Sole 

21 Louis Heel—Atlanta 
3145DK DULLKID ... 
3145LBK LEAF BROWN KID 


In Stock June Ist 


Demure Last—Littleway Process 
19 Louis Heel—Boston 


5010DK DULLKID.... . $5.15 
In Stock June Ist 


Gotham Last—Flexible Sole 
15 Block Heel—Boston 


6000CF GUN METALCALF . $3.85 
In Stock June Ist 
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PROPOSITION MEETS YOUR NEEDS 


IN-STOCK ~SERVICE 


UEEN QUALITY has made many fine contributions to the 
Q welfare of the shoe merchant in the last twenty-five years. 
Probably few have been more enthusiastically received than the 
new “Buyer’s Guide”, the third edition of which recently went to 
Queen Quality dealers. It is a splendid aid to the good cause of 
speedier turnover through simplification of stock problems. Every 
shoe carried In-Stock at Boston and Atlanta is shown in natural 
color with complete description, sizes and widths. Because of its 
unusually simple reference format it is easy to keep up to date as 


new numbers are poured into stock. The shoe merchant who 





concentrates on Queen Quality actually has a reserve reservoir of 
hundreds of thousands of pairs, any of which can be dispatched 


‘with almost electric speed on his word, by wire or mail. 


THOMAS G. PLANT CORPORATION, Boston 
In-Stock Centers: Boston, Atlanta 


New York Sales Office: 908-910-912 Marbridge Bldg. Chicago Sales Office: 209 South State Street 
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Other Profit Ideas 


Shoes in the Open 


HERE is no mistaking the Lazarus 

shoe department for the millinery 
or anything else, as shoes are on display 
all over this spacious section. Having 
many artistically arranged tables, each 
illustrating the current trend in one 
type or one color, has been the cause of 
many an extra sale in this big Colum- 
bus, Ohio, department store. 

Why put all the displays behind 
glass? Why have all the pretty new 
shoes hid away in boxes? the manage- 
ment asks. Women like to handle 
things. Nearly everything else in the 
store is out in the open, so why not 
shoes ? 

None of the 22 tables 
are within ten feet of each 
other, save the three that 
are in the front center 
facing the main aisle. In 
this case, a davenport ta- 
ble is flanked with a 
smaller one on each side. 

The real novel idea in 
displays is in the “Jo Ann” 
department, where — the 
$6.50 and $7.50 shoes are 
featured. Here, instead of 
the overstuffed chairs and 
divans as in the main 
section, is a double row of 
comfortable chairs, back 
to back. Facing the chairs 
are the rows of wall racks. 

It is a revelation to see 

the women go down the 

line looking at the shoes 

on the racks, picking them _ 

up, mixing up the displays, 
but invariably finding 


By 


HARRY R. TERHUNE 
Field Editor 


something that suits them. This works 
out to be a practical style elimination 
contest in the minds of the trade. The 
women have a pretty definite idea of 
the precise style they want when they 
sit down to be fitted. From the angle 
of a man interested in running a fair 
book, and from the buyer’s angle, that 
is some help, especially during the fre- 
quent rush periods. Many times, wo- 


Illuminated Interior Display 


‘A novel display idea used in the Lazarus shoe department in 


Columbus 


56 


men wandering past the shoe depart- 
ment have been tempted to ente 
through these generous displays. 

if they do not buy today, the fact that 
Lazarus carries a fine lot of shoes, 
makes its impression. Henry Meriles, 
Jr., is buyer here. 


* * * 


Racked in Rotation 


HE Shillito shoe department in 

Cincinnati has been completely re 
built along modernistic lines. This in 
cludes both the furnishings, which the 
customer appreciates, and the 
arrangements, which the salespeople 
appreciate. This depart- 
ment has three divisions, 
the metropolitan section, 
or women’s style shoes at 
$10.50 and up; the correc- 
tive welts, and the “Jo 
Ann” or shoes for the 
younger trade, retailing 
at $6.50 and $7.50. 

All stock for all depart- 
ments is racked in the 
exact same rotation. Signs 
5 x 12 inches tell the type 
of material in each sec- 
tion. The rotation is pat- 
ents, satin, colored kid, 
blond kid, brown 
black kid, reptiles and eve- 
ning slippers. A_ green 
salesman can find the stock 
at once without asking any 
questions. 

An arrangement of this 
sort greatly simplifies the 
unit control problem, Gene 
Held finds. A sample 


stock 
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from every line that needs to be watched 
js on the racks in his office. Accurate 
size sheets are attached to each sample. 

Here is a good thought. On the 
wrapping desk are three large size 
sheets, one for each department. As 
shoes are sold, the wrapper jots down 
the size on the proper sheet. Monthly 
tabulations of the selling sizes aid in 
buying the right proportions, 


* * * 


Talk Through Windows 


“HIS sign in the window tells its 
‘| own story of the store and what 
the store stands for in the community: 

\\hy you should buy your shoes at 

Hageman’s 
WE DO FIT FEET 

No two pair of feet are exactly 

alike, each type of feet require a 

different shape or last. 

That is what we specialize in— 

fitting these different feet with the 

shoes they require for the utmost 
comfort and service. 

Commenting on this, Henry Hage- 
man of Dayton, Ohio, said: “We have 
been specializing on fitting for the past 
twenty years. Our old customers know 
it, but the new ones need to be told. 
One of the best ways of talking to the 
people is through the windows. It is 
safe to assume that a person interested 
enough to stop and read a window sign, 
is interested in knowing what we are 
trying to sell him. All our signs read 
just like we talk to the trade from the 
fitting stool.” 

ee * 


Don’t Overdo Phone Calls 


VERY day ten pos- 
tals are sent out from 
the Davis & Dilley Co. 
shoe department by Miss 
Claudia Brookover, These 
cards have “Just received” 
printed in the upper left 
hand corner, with the 
store’s name in the lower 
right corner. In Miss 
srookover’s opinion, 
Zanesville people have 
been bothered to death 
through store’s telephon- 
ing calls. It had reached 
a point that the phoning of 
a customer had a definite 
bad reaction, due to the 
overdoing of this form of 
advertising. 
These postals have been 
a decided help in develop- 
ing the children’s shoe 
business. The message is 
always addressed to the 
mother, but the child’s 
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Sales Possibilities in Shoe 
Polish 
HAT O. P. I. regarding 


the polish sold in the Byck 
store, Louisville, Ky., brought 


the following 


“Bob 


from 


Lewis, who is with The Triangle 
Shoe Co., Pomoma, Calif.”— 
have kept account of all the 


polish I have sold since Jan., 


1929. 


In this one year I sold 


864 bottles of fifty cent polish, 
for which I received a ten cent 


P.M. on each bottle. 


The sales 


were divided as follows: 


Month No. bottles 50c. P.M.@10c. 


January 
February 
March 
April 

May 

June 
July 
August 
September 
October 
November 
December 


Total 


8 
34 
86 

103 
160 
133 
82 
41 
78 
63 
20 
24 


864 


polish 


$0.80 
3.40 
8.60 
10.30 
16.00 
13.30 
8.20 
4.10 
7.80 
6.30 
2.00 
2.40 


83.20 


Now if you have anything 
better than this record, let us 
read about it in an early issue 


of your Recorder,” concludes 


up-and-coming young man. 


There’s a challenge for you! 
Who accepts it? 











Show Styles to the Customer 


Wall display shelves in the $6.50 and $7.50 shoe section of the 


Lazarus department 


57 


name is always brought into the note. It 
is an almost daily occurance for cus- 
tomers to run into the store to mention 
that they had received the card, but that 
they would not be in the market for new 
shoes for another week or so. 


* * * 


De Luxe Suburban 


Branches 


OW comes the De Luxe suburban 
branches. 

Kansas City, Mo., has a separate high 
class shopping center several miles from 
downtown. The residential part of this 
section is known as the Country Club 
Section, while the business district of 
this section is the Country Club Plaza. 
All around this recently developed dis- 
trict are many fine homes and estates. 
The business center has been very care- 
fully planned, from bath type of busi- 
ness and architectural points of view. 

The newest shoe store to be estab- 
lished out here is Miller’s Arch Pre- 
server Shoe Shop. Black and white 
photographs give only a slight idea of 
the warmth, beauty and cosiness of this 
shop. The walls are of rough rose 
colored plaster, that have been wiped 
with silver. There is a bit of rose in 
the carpet and in the ceiling. All the 
furniture, fixtures and fittings are edged 
with a silver metal. The show windows 
are all open, no backs at all. Enlarged 
jewel cases are used for display. 

It was felt advisable to put as much 
space as possible into the fitting room, 
hence the concealed shelving in the rear 
corners. Note the four lighted nitches 
in the walls of the stockrooms, these 
are left lighted until midnight. And 
the wooden valances shouldn't be over- 
looked either. 

“Beautiful stores are not 
expensive luxuries by any 
means,” says the man who 
pays the bills, J. O. Miller. 
“We have found that 
60% of the business of this 
branch shop, is new busi- 
ness. 

Suburban — shoe 
and suburban branches of 
large retail shoe establish- 
ments seem destined to 
figure prominently in fu- 
ture developments of the 
trade. Traffic and parking 
difficulties in the congested 
downtown — sections are 
causing the growth of 
smart shopping centers in 
residential districts of 
many cities. Women’s and 
‘children’s should 
find a ready market in 
such localities if a proper 
merchandise is offered. 
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shoes 
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CAMP MOCCASINS 


BUY IN. 








BLACK ELK, SEWED SOLES 
X 121 


Youths’ 12%-2 Waterproofed Leather Sole...............- 82 
Boys’ 2%-5% Waterproofed Leather Sole..............+.+. $2.45 
Men’s 6-11 Waterproofed Leather Sole..............++++:- $2.60 


BLOG SHOE COMPANY, Inc. 


147 DUANE STREET 

















$2.85 $2.60 


No. gece Eotent leather No. 1207—Patent cross strap 
Ne. 7127—Kaffor kid. es 1209—Kaffor kid 

No. AS - ge eager kid 0. toes kid 
Ne. 7131—B kid Ne. 1213—White kid 

No. Fi32-—Apple green kid No. 1215—Blue kid 


Spike and Baby Heels 


LEVEY BROTHERS SHOE CO. 


145 DUANE STREET 











Hampton Green Kid _ with 
Apple Green Kid Vamp. 
Sun Tan Kid with Parchment 
Kid Vamp. 

Independence Blue with Grey 
Kid Vamp. 

Lavor’s White Cab with Patent 
Lacing. 

Patent with Parchment Lacing. 


All of above shoes in 22/8 Spike. 
Short Vamps and Spike and Raby 
Louis Heels, Modified Last. Price, 
$3.00. 


“The Oxford of the Season” 
J. Weiss Shoe Co., Inc. 


187 Duane Street New York City 
“The Wise Dealer Deals with Weiss” 


“YVONNE” 
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Each year there has been an increasing demand sole i 
for sport shoes for men, women and childrei. [| cemet 
seems that our nation is beginning to appriciate cork 
more and more the outdoors. This year wi hout The « 
question will be the largest year in sport Ox ords me 
that we have ever witnessed. Sport shoes are jing -_ 
made more beautiful and in more colorful com jina- ws . 
tions with much greater variety of patterns than _— 
ever before. feet 

and t 

We are justifiably proud to be able to preset to back 
the outdoor loving public this year an entirely new differ 
idea in a sport Oxford. There has never been iny- toot. 
thing like it on the market; in fact, this shoe ‘s so Th 
entirely different from anything produced hv reto- links, 
fore that the shoe is patented in the United States are fr 
Patent Office under date of June 15, 1926. No. sume 
1,589,195. The patent rights will be protected. Or 

These sport Oxfords are made for men and pas 


women in various combinations. The entire inner 











. Our gr 
Linens Are in Demand 
Saks Has Them in Stock 
AA—C $5.00 
i 27—N 1 linen. cent 
i ae neow ner ibeodden ‘* 
vamp and 4 ter 
No. 7029—Maize line ente 
“ buckle, green «mbroidere 
No. 7028—Green linen, center vamp and q r 
buckle, green embroidered 
vamp and quarter. 
AK: HG 1s C CORP 
it DUANE St YORK 
\4 “WF ITSNE =" CONC 






















LOW RETAIL PRICE OF D’ORSAYS 
ATTRACTS BIG TURNOVER 
AND PROFITS _ | 


II 





Comfortable footwear for leisure hours, that 
retails for $2, $3, and $4. In delicate pastet 
shades the new O’Orsays are good profit, year- 
round merchandise. They offer splendid dispiay 
opportunities and sell on sight! Write today 
for prices. 


GOLO SLIPPER COMPANY 


129 DUANE STREET NEW YORK, N. Y. 


























‘‘THE BEST’’ 
CHECK” AND DOUBLE CHECK” 
Boys’ “Dr. Campbell's” Sport Oxford 


In 





Made with The I 
Du-Flex Gristle Sole and Heel to ret 
3508 Smoke Elk Tan Calf Trim. Made on 
French < 
3510 White Elk Black Calf Trim. Semen: 
Boys’ Sizes 1 to 6; widths -B to D. and W 
Gents’ Sizes 10 to 13%; widths © All 21/8 
all times 
to E. f 

id. Boys’ 33.40 

Samples sent prepa Genes’ Gals 
POWELL & CAMPBELL 181 Du 
122 DUANE STREET ESTABLISH!D 187? Headquar 
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WORK MARKET 
| \ - { M A R la x. 5 | 


Mh , pl phe lh 
Quarter. A Sure Hit! 


. e 
5410 Kaffor kid, patent tip and foxing, 21/8 spike heel 
{1017 1 5411 Kaffor kid, patent tip and foxing, 15!8 Cuban heel 









‘ 
tr] 
y 5413 Parchment kid, Almora tip and 
foxing, 21/8 spike heel 
5414 a kid, Almora tip and 
‘oxing, 15/8 Cuban heel 
5416 Bie kid, blue tip and foxing, 21/8 
. ; by : 4 pike heel 
Nand sole 1S cushioned by having a unit of Rajah crepe 5417 Hlue kid, blue tip and foxing, 15/8 
Cuban heel 


It cemented to the inner sole to take the place of a 418 White Kid. Kaffor tip and foxing, 


21/8 spike _. a 
~ m1) 54! . Kaffor tip and foxing, 
late cork filler. 15/8 Cuban heel 
} All made on our new medium 
out 


. . -T™1.° 8 4 l 
The outer sole is also of heavy Rajah crepe. This ——_ 

ords 

eing 





















os 
oF 4 
> 
s 
ox 


$2.85 


Across the 
Board 





construction makes the shoes more flexible, and yet 
: the instep is supported by a flexible steel shank to ~ 
—_ give the proper support to the instep. When you 189 DUANE STREET ‘“S=5y NEW YORK 
than feel that “cushion of comfort” under your ball, 
and the grip of the special heel and counter at the 


back part, we are sure you will say that these are 
he 





different from anything you have ever had on your 


iny- foot. ne 
5 so This shoe is already very popular on the golf a ump 





eto- links, and our dealers who have stocked these shoes “0 f all ns 
; ; a ueen of all operas 
tates are reaping big profits from the sale of them. Con- : ’ 
- ett. Now carried in stock in balloon and 
No. sumer advertising by word of mouth has sold them. new modified toe lasts, both featur- 
; ing 22/8 spike heel. 
ted. iad . : di Also In Patent Leather, Black 
Out detailed advertisement will appear on another Satin and Kaffor Kid. at $3.25. 
age in this magazine May 24th. Widths AA, A, B, C. 
and pas = y Made to order in any leather. W hite Kid $3.50 
; ” , ‘ Prices on request. 
iner POWELL & CAMPBELL. D h oe 
143 DUANE STREET 
uane_Shoe (Ompany, “3.2°s5.225 














Our great volume in New York City alone proves 
the popularity and value of these 
(sorter Welt Sport Oxfords 
~ Rubber Soles, Leather Cuban Heels 
0907 Beige with brown 
calf trim. 


0908 Beige with tan 
calf trim. 
0909 White with black 







TWO BLEECKER 
STYLE LEADERS 


nand 
Stock 








eente 
mbrolde 
ter. 


































BAS calf trim. 
wes 0910 All white calf. 
A—B—C wide : z 
— No. 7541—Parchment kid Three Eye- 
No. 7554—Blue kid Punched out Three let Punched out Oxford, brown kid 
~ 35 Eyelet Theo Tie. High heel. Also underlays. Also patent leather, parch- 
parchment kid, white kid and patent [oot underliys. we am” mo 
leather. High and cuban heels, poe on each. Also Blue kid. High 
eel only 
CONCORD SHOE CO.., Inc 116 Duane Street BLEECKER SHOE CO., Inc., 138-140 Duane St. 
” ° New York City 


Boston, 216 Essex St. Philadelphia, 17 No. 4th St. 


















RITZ 
Armours Tan 
Kip, Calcutta 
Lizard Trim. 
Airway Barefoot 












In Perfect Keeping with the 
New Trend 






Sole. 
The Regent Pump y) 9 5 Armours_ Blonde 
i Kip, rown 
retail at ...... e Mottled [izard 
Trim. irway 





Barefoot Sole. 
White Elk, Black 
Calf Trim. Plan- 
tation Crepe 
Sole. 


Made on the new modified toe last. 

French corded, in 
Patent leather, Mat Kid, Black Satin 
and White Kid. 


- be full breasted heels in stock at 







Sizes 3 to ; 
C wide. $3. 00: 


High Grade \ yaaa 
Wel 


B. FRIEDMAN SHOE CO., wll 
109 READE STREET ESTABLISHED 1880 







DRYZER & ROSENBERG, Inc. 
181 Duane Street “Shoes under Market Prices” 
Headquarters for Mail Order Houses, Department Stores and Bargain Basements 







D 1879 
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HOW TO 
STEP UP 
YOUR 
SUMMER 
PROFITS... 


5 TOCK and sell shoes that are mak- 
ing money for the country’s leading shoe 


stores. 


Stock and sell shoes that are equipped 
with Essex PLYTEX SOLES. 


Wherever the smart play world gathers, 
Essex PLYTEX SOLES, gather, too. For 
naturally the best styles are built on the best 
soles. 


The introduction of PLYTEX SOLES for 
both men’s and women’s sport shoes was the 
beginning of a new idea in sport shoes. It 
was the first sport sole that styled a shoe 
from the sole up. The contrasting effect 
is the ultra in a sole. Its non-skid quality 
lasts and lasts. 


Already millions of people know about Essex 
PLYTEX SOLES through national adver- 


tising. 


Already leading stores everywhere are fea- 
turing them. 


You will find a wide variety of both men’s 

’ ~ . _ ; The shoe illustrated is Stock No. 6511. 
and women’s Plytex soled Sport Shoes in the eR Women’s tan calf, snake underlay, sport 
Powell & Campbell line, distributors of Rhee aan oxford welt, with Essex “Plytex” sole. 


’ ‘ oo ie Widths A to D._ Sizes 2% to 8. 
the famous Dr. Campbell’s Health Shoe. =. i si Price $3.60. 





DRCAMPBELLS 


eniry O sH CE 








POWELL & CAMPBELL 


Manufacturing Wholesalers 


122-124 Duane Street New York, N. Y. 
Established 1879 
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The TRAVELING 


< < 


RANK J. LARKIN, president of the 

National Shoe Travelers’ Associa- 
tion, has sent letters to the officers of 
all affiliated associations, asking for re- 
ports on their activities during the 
first three months of the year. “Please 
advise me,” says the letter, “as to your 
gain in membership and just what 
means you used to secure this addi- 
tional timber. What are you doing to 
assist your members in securing jobs 
when needed? What are you doing to 
show them why they should be more 
active in association work? Is your 
membership as a whole cooperating 
with the retailers’ associations in as- 
sisting those bodies to solve some of 
their problems?” 

The National is planning, if possible, 
to hold the semi-annual meeting of its 
board of governors in Boston during 
Show Week in July, an invitation to 
do so having been extended by the New 
England Shoe and Leather Associa- 
tion, which hopes to act as joint host 
with the members of the Boston Shoe 
Travelers’ Association. 

The question of the next national con- 
vention is also under discussion and 
members of the board of governors are 
being queried as to their feeling in the 
matter. The Wisconsin association has 
invited the travelers to meet in Mil- 
waukee and the Michigan association, 
working with merchants and other 
branches of the trade, wants to have 
the convention in Detroit at the time 
of the N. S. R. A. convention next 
January. 


T= on modern retail merchan- 
dising were presented to the sales 
staffs of the International Shoe Com- 
pany’s three western branches, at a 
joint meeting several days ago in the 
William Penn ‘Hotel, Pittsburgh. W. B. 
Hatcher, J. M. Walker and Al C. 
Drockelman, sales managers of the 
Roberts, Johnson & Rand, the Fried- 
man-Shelby and the Peters Shoe Com- 
pany branches, respectively, addressed 
the meeting. 

The speakers said the retail shoe 
business was in sound condition, with 
dealer stocks at a minimum and pre- 
dicted a repetition of the heavy 1929 
sales increase enjoyed throughout the 
country. More than 50 international 
shoe salesmen were present under 
direction of their branch managers, J. 
W. Matey, the Peters Shoe Company; 
J. R. Levy and Saul Hyde, the Fried- 
man-Shelby Shoe Company and E. L. 
Pigman of Roberts, Johnson & Rand. 


PETER VENTRY, formerly with the 
D. Armstrong Co. of Rochester, 
N. Y., is now traveling through the 
South with the line of women’s sport 
welts made by the Watson Shoe Co. 
of Stoughton, Mass. 


« 


G. LLEW- 

e ELLYN, who 
until recently 
was _ connected 
with The Stern 
Auer Company 
of Cincinnati, and 
The Vaughan 
Towle Company 
of Lynn, Mass., 
in the capacity of 
special factory 
representative 
and style man, 
joined the Chap- 
line-Mayer Shoe 
Company organization of Milwaukee 
on May 1. Prior to his connection with 
Stern Auer and Vaughan Towle Com- 
pany Mr. Llewellyn was for a num- 
ber of years Pacific Coast represent- 
ative for Ault Williamson Shoe Com- 
pany of Auburn. He has a thorough 
knowledge of turn comfort shoes and 
arch type welts, and in his new ca- 
pacity Mr. Llewellyn will have an op- 
portunity to make use of his ideas 
and experience in Martha Washington 
shoes. 

Mr. Llewellyn will contact the big 
trade, spending a good deal of time 
traveling, and the balance will be 
devoted to working on styling and 
merchandising problems in the factory. 


J. €. Llewellyn 


HE salesforce of the Natural Bridge 

Shoemakers Division of Craddock 
Company, Lynchburg, Virginia, are 
now in their territories with their Fall 
line following an enthusiastic sales con- 
ference held in Lynchburg on April 28, 
29 and 30. The meeting was held un- 
der the direction of Charles G. Crad- 
dock, president of the Company and 
N. C. Evans, manager of the Natural 
Bridge Division. 

John G. Craddock, advertising man- 
ager, was responsible for a most in- 
teresting session on the Fall advertis- 
ing campaign, at which the salesmen 
listened to interesting talks by Samuel 
C. Croot of New York, who is handling 
the national radio and magazine adver- 
tising; Mr. Benedict, of Ladies’ Home 
Journal, and Mr. Kaiser of Good House- 
keeping, which magazines will carry 
the fall consumer campaign on Natural 
Bridge shoes. 

An elaborate fitting demonstration 
and style show was held to demonstrate 
the new Fall line. The following sales- 
men were in attendance: T. C. Cover, 
W. C. Cousins, A. H. Easley, Elgin 
Morison, C. W. Evans, Ed. L. Clark, 
L. D. McDonald, Joe P. Futch, I. H. 
Sachs, H. U. Brown, C. T. Smith, J. D. 
Hayden, A. B. Brown, F. J. Sharp, L. 
S. Cox, E. B. Woodward, J. H. Smith, 
Jr., W. M. Marrison, W. P. Lawrence, 
Jr., B. E. Drake. 


NEWS 
of the ROAD 


SHOE SALESMAN 


AMES S. GORMAN, George |, 

Starks and George S. Rumley have 
been selected to carry the Kore X Arch 
line of growing girls’, misses’, chil. 
dren’s and infants’ footwear being 
made in the new factory of the Melan. 
son Shoe Co., in Manchester, N. H. 4] 
three men left for their respectiv:: ter. 
ritories recently, Mr. Gorman to cover 
the Middle West, Northwest and West 
Coast; Mr. Starks covering the Atlan. 
tic Coast States, Middle South and 
Southwest, including Texas; and Mr, 
Rumley calling on the retail trade in 
New York State, Pennsylvania and 
West Virginia. Mr. Gorman is widely 
known as one of the successful mem- 
bers of the old Rice & Hutchins sales 
force. Mr. Starks more recently has 
been with Alden, Walker & Wilde, Inc, 
formerly of East Weymouth, Mass. 


JOSEPH HARRIS of Pittsburgh, un- 
til recently with the F. M. Hoyt 
Shoe Co., now represents the FE. B. 
Piekenbrock & Sons Co. in western 
Pennsylvania territory where Mr. Har- 
ris sold “Piekenbrock” shoes several 
years ago. 


praeD E. SCHMIDT, for the past five 
years representing the James Shoe 
Mfg. Co., Milwaukee, in Wisconsin and 
northern Michigan, is now handling the 
same territory for The Ideal Shoe Mfg. 
Co., also of Milwaukee, specializing on 


their “Arch Controller” and “Active 
Maid” shoes for growing girls. Mr. 
Schmidt’s popularity with his fellow 
travelers is evidenced by his incum- 
bency of the second vice-presidency in 
the Wisconsin Shoe Travelers’ Associa- 


tion, 
E, B. PIEKENBROCK & SONS 
* COMPANY, Dubuque, Iowa, man- 
ufacturers of men’s dress welts, are 
now represented in the Ohio and In- 
diana territories by H. T. Ingham, pre- 
viously with the Fiebrich-Fox-Holker 
Shoe Co. Mr. Ingham is the secretary 
of the Ohio Shoe Travelers Association. 


OL J. DRIELSMA has the Illinois 

and Wisconsin territory for Devine 
& Yungel, specializing in women’s popu- 
lar-priced arch support numbers. Sol 
Drielsma has sold shoes in the Central 
Western territory for forty consecu- 
tive years, having started his career 
in the old-time Chicago headquarters 
of C. H. Fargo & Co. 


H. SMITH, one of the well-known 
* shoe travelers through the South, 
died recently at his home in Birming- 
ham, Ala., following a brief illness. 
At one time he was Southern salesman 
for the W. L. Douglas Shoe Co. of 
Brockton, but had not been actively en- 
gaged for several years. 
[Additional Travelers News on page 78] 
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“Dalla” 
NuMode Process 
20/8 Heel. 
B466—White Linen 


5 
$4 0 “Rayo” 


NuMode Process 
20/8 Heel. 
2463—White Lintong 
(Linen) $4.75 
Also 
B489—Beige Linen 
$4.75 
16/8 Cuban Heel. 


IN STOCK 


Linen Shoes Suitable for Tinting 


Shoes that can be dyed to 
match the Summer Gowns are in 
big demand now! Meet this de- 


Linens. 





mand with Menihan’s 


They're IN Stock. 


Terms Net 30 Days 
Twenty-five cents additional 
for orders of less than three 

pairs. 














Send us your order today. 


“Vardo” 
Special Process 
16/8 Cuban Heel. 

B468— White Linen 


“Regent” 
Special Process 
20/8 Heel. 
B472—White Linen 
$4.35 


THE MENIHAN COMPANY 


In-Stock Department 


ROCHESTER, N. Y., U. S. A. 


Makers of Menihan Arch-Aid Shoes 


**Riquette”’ 
Special Proces 
20/8 Heel. 


B469—White Lir 


“Jayne” 
NuMode Process 
20/8 Heel. 
Embroidered Vamp 
B464— White Linen 
$4.75 


N Oo é E : You 
should be receiv- 
ing our weekly In- 
Stock Catalog of 
newest and most 
up-to-date styles. 
Mail your order 
today and. we'll 
put you on our 
mailing list. 


Cleveland Office 


1,571 
pair’ 
and | 


Pittsburgh Office 
Henry Hors. 
W. 4. BARNEY 


Chicago Office 
MasEsTio Hors. 
¥. J. SATBK 


New York Office 
846 MARBRIDGE BLDo. 
B. W. MOYLAN 





Tus HOLLENDBN Hore 
A. F. JENES 
Los Angeles Office 
111 East 8TH Sr. Detroit Office 
©. B. VAN DE GRIFT Derroit-LELAND Hore 
O. G. SELLERS 


San Francisco Office 
PLAza HOTEL 
H. 8. KUSHINS 


New England Office 
Drapme Hore. 
NORTHAMPTON, Mass. 
BLLIOTT LA MONTAGNE 
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Further Decline in Production 


March Total Over Two Million Pairs Under Last Year, but Ten 
Per Cent Above February 


WASHINGTON, D. C.—Production of 
footwear during March in 1150 fac- 
tories reporting to the United States 
Department of Commerce reached a 
total of 28,554,335 pairs, an increase 
of 10.3 per cent over February but a 
decrease of 7.6 per cent from March, 
1929 when the total was 30,900,095 
pairs. All of the classes of leather 
shoes shared in the reduction. 

Of total production during March 
6,819,977 pairs were men’s_ shoes, 
1,571,511 boys’ and youths’, 11,453,784 
pair’s women’s, 3,218,712 pairs misses’ 
and children’s, and 2,011,047 pairs in- 
fants’. 

Production during January, Feb- 
ruary and March this year totaled 
80,986,450 pairs, compared with 85,853,- 
014 pairs for the corresponding period 
last year, a decrease of 5.7 per cent. 

Establishments reporting manufac- 
ture approximately 95 per cent of the 
total output of footwear, other than 
rubber, in the United States. 

In the analysis of these figures it is 
important to take into consideration 
the fact that 1929 was the peak year 
for shoe production in the United 
States. By comparison with figures 
for an average year the 1930 produc- 
= to date would appear more favor- 
able. 


Shoemen Form Club 


DAVENPORT, IowA (UTPS)—Shoe- 
men of the tri-cities, Davenport and 
Rock Island and Moline, IIl., have 
formed a club electing George T. Rank, 
proprietor of Rank’s Shoe _ Store, 
Moline, their president and other of- 
ficers as follows: Vice-president, Harry 
Driggs, president and manager of the 
Boston Shoe Co., Rock Island; sec- 
retary, L. T. Sloan, head of Petersen- 
Harned-Von Maur’s shoe department, 
Davenport; treasurer, C. M. Bowman, 
of Scharff’s store, Davenport. 

Thirty-one men enrolled to form the 
club and a total membership of 60 is 
expected. The club voted to support 
arrangements for the Illinois Shoe Re- 
tailers convention at Moline June 23 
and 24, and appointed Jack Winnick 
of Moline, chairman of the convention 





committee, 
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Illinois Merchants Plan 
for Big Convention 


DANVILLE, ILL.—The retail- 
ers of Moline, Rock Island and 
- Davenport, Iowa, have formed a 
Tri-City Shoe Men’s Club, con- 
sisting of fifty members. They 
intend to cooperate with the IIli- 
nois Shoe Retailers Association 
in holding a real convention in 
Moline, June 22, 23 and 24. 

The population of the immedi- 
ate vicinity is a hundred and 
seventy-five thousand people, with 
a total of six million people 
within a radius of a hundred and 
fifty miles, not including Chicago. 
So they expect to be able to draw 
a large attendance. 











Whites on the Upgrade; Colors 
Still Lead 


Des Mornes, Iowa (UTPS)—Des 
Moines shoe dealers are feeling the 
pulse of white, since the first of May, 
according to T. Frank Jaques, pro- 
prietor of the Field Shoe Company. 
This anticipated demand is now show- 
ing signs that it will equai or surpass 
that of last year. 

Colors are now in the lead, however, 
with all the variations of the lighter 
beiges coming in for their share of 
popularity. Straps are the leading 
style in the experience of this store 
with pumps a close second. Oxfords, 
also, are in demand in the lighter 
shades, though not as extremely light 
as in other types of shoes. The grada- 
tions of suntan are good for oxfords, 
Mr. Jaques reports. 

“Spring business as a whole in Iowa 
has been above normal,” declared Mr. 
Jaques. “The shoe business is sharing 
in this general trend. April was heav- 
ier than the same month last year, due 
in great part to the Easter business, 
while May, thus far, shows a tendency 
to equal, or perhaps surpass, that of 
April.” 





Sees End of 
Low Profit Era 
for Tanneries 


WHITE SULPHUR SPRINGS, W. VA.— 
Addressing the Tanners’ Council of 
America at its spring meeting here last 
week, President Fraser M. Moffat said: 

“The expansion of 1929 found the 
leather industry a silent partner, con- 
strained to follow, but determined to 
have its house in order, when the in- 
evitable happened. In 1929, of cattle 
hide leather, including sole, side upper 
and patent, the industry delivered 
roughly 1,500,000 sides more than in 
1928. Calf leather operations were 
substantially unchanged in the two 
years. Deliveries of 14,500,000 pieces 
in 1929 compared with 14,900,000 
pieces in 1928. Kid leather had a 
somewhat different story, and deliv- 
eries of 1929 exceeded those of 1928 
by almost 5,000,000 pieces. 

“When we came to the end of the 
year inventories, while not yielding to 
our highest hopes, showed that we had 
1,000,000 sides less of all types of cat- 
tle hide leather on hand on the Ist of 
January, 1929, as compared with the 
year previous. Calf leather showed a 
slight increase, while kid leather was 
carrying 1,500,000 skins less in Janu- 
ary, 1929, than on the same date in 
1928. 

“It is quite evident that there is no 
warrant so far as 1930 goes which has 
yet been shown that an expansive pro- 
gram of operations should be under- 
taken. Our best customer reports 
business in the neighborhood of 8 per 
cent less for the first four months of 
1930 as compared to the same period 
in 1929, and while we may hope with 
warrant for substantial improvement 
during the last six months of 1930, the 
situation calls for conservatism of a 
high degree. 

“It is quite evident that the use of 
the facts which were before you rela- 
tive to operations and inventories set 
the leather business at the end of 1929 
in a far healthier position than many 
industries which during that year had 
enjoyed great prosperity and were 
closing the year with expansive ideas. 

“There is a feeling, born of some- 
thing more than hope, that 1930 will 
mark the end of a long period of opera- 


[TURN TO PAGE 84, PLEASE] 
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Many other styles 
that meet the de- 
mand of the pres- 
ent mode are 
ready on the floor 
to fill your “at 
once” orders!! 


A very popular style for all occasions 


Blue kid. Cuban heel. 
Parchment kid. Cuban heel. 
White kid. Cuban heel. 

Black calf. Cuban heel. 

White and Black. Cuban heel. 


White and Brown. Cuban heel. 


In Stock 


for Immediate Delivery 

















The Biggest Idea in Years 
for Selling Children’s Shoes 


H™ is something brand new. A merchandising ser- 
vice that has remarkable advertising value. It is 
the new Fairy Try-On Correct Foot-Fitting System. 


With the Fairy Try-On System you determine the 
child’s correct size by trying on transparent forms from 
the Fairy Try-On Cabinet. This convinces the mother 
that her child is being properly fitted, because she can 
look through the transparent Fairy Forms and see exactly 
how a shoe of corresponding size will fit. 


It means good-will and repeat sales. Get the com- 
plete details of this new plan. Send for our 
folder, “News for Merchants with Children’s Shoe 
Departments.” 


SHOE Form Co., INc., Auburn, N. Y. 


Licensed Manufacturing Branches 
ExceL-Fairy Form Co., Unitep Last Co., Lrp. 
E. Saugus, Mass. : Montreal, Que. 


The Fairy Try-On Cabinet has 6( 
specially designed transparent lasts 
in sizes from 6 to 2%, widths 
B, C and D or ©, D and I 


FAIRY TRY-ON 
CORRECT FOOT-FITTING 
SYSTEM 


“Seeing Is Believing” 
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Melville April Sales Show 
Big Increase 


New YoRK—Sales of the Melville 
Shoe Corporation in April amounted to 
$3,271,142, an increase of 59.6 per cent 
over the $2,049,737 reported during the 
same month last year. Sales of the 
recently acquired Traveler shoe chain 
are combined with Melville sales for 
the first time. Traveler contributed 
$496,523 to the combined total. Mel- 
ville sales, without Traveler sales, in- 
creased 35 per cent, from $2,049,737 to 
$2,774,619. Sales during the first four 
months amounted to $8,332,692, an_in- 
crease of 7 per cent above the total of 
$7,773,874 last year. Of this increase, 
Traveler was responsible for $496,523 
during April. ; ie 

It was revealed that in the acquisi- 
tion of the Traveler chain, Melville is- 
sued approximately 17,000 shares of its 
own stock. 

Earnings of the first four months 
are estimated to be 90 cents per com- 
mon share on the number of shares to 
be presently outstanding. Earnings 
during the same period last year 
amounted to 35 cents per share of com- 
mon stock then outstanding. Of the 
90 cents estimated for the period, Trav- 
eler is responsible for 15 cents. 


Sport Shoe Demand 
Increases in Mid-West 


CINCINNATI, OHIO—Balmy spring 
weather has stimulated shoe sales to a 
great extent. Pretty, sunshiny days 
brought out golfers and base ball and 
race fans, and sport shoe sales have 
mounted to surprising proportions. 
Last year was a good one on sports 
but this year bids fair to be one of the 
best in history. 

Natural linen has been one of the big 
features in local stores during recent 
weeks, one store alone having sold 123 
pairs of $10 retailers in a single day. 
This style footwear, it is thought, may 
cut into the sale of white leather this 
spring, summer and fall. 

Black patent and mat kid have both 
been exceptionally good and as the 
weather gets warmer, sales on the 
latter increase. 16/8 to 19/8 heels, it 
is said, are more popular on mat kid, 
while the general range of heels on best 
sellers is 16/8 to 21/8. 

Dark green continues very good and 
there is a conservative demand for 
purple. Both of these are best when 
trimmed with a light shade of green or 
purple and matched with purses. This 
seems to be a big ensemble season. 
Many new sandal creations are being 
sold and they range anywhere from the 
re-vamped models of last year to the 
bare-foot type, with a strap that goes 
between the big toe and the next one. 


Represented Vulcan Corpora- 
tion at Styles Conference 


PORTSMOUTH, OHI0—The Vulcan Cor- 
poration was represented at the Styles 
Conference in New York recently by 
Messrs. Paul S. Jones, W. L. Belcher 
and Joseph Hendrick, manager of the 
Brockton, St. Louis and Portsmouth 
last plants. Howard Vining, represent- 
ing men’s, E, R. Gordon and Henry G. 
Currier, representing women’s and chil- 
dren’s ends of the business, were also 





present. 
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W. S. Byck, Atlanta Shoe 
Merchant, Dies 








ATLANTA, GA. (UTPS)—W. S. Byck, 
president of the Byck Brothers Shoe 
Co., died on May 6 at the residence of 
his nephew, Julian Hirschberg, 1049 
Springdale Road, following an illness 
of several years. 

Mr. Byck came to Atlanta from 
Savannah forty years ago and estab- 
lished the Byck store at 61 Whitehall 
Street. He was associated in the en- 
terprise with two brothers, C. S. and L. 
S. Byck, both of whom are now dead, 
and soon developed one of the largest 
shoe businesses in the Southeast. The 
company now operates three stores, one 
at 61 Whitehall Street, one recently 
opened on Peachtree Street, and a third, 
o largest of the three, in Louisville, 


y. 

Mr. Byck, who was 66 years old, 
suffered a stroke of paralysis five years 
ago, and at that time practically re- 
tired from active business, turning the 
operation of the company over to his 
associates. 

Mr. Byck was a past president of the 
Southern Shoe Retailers Association, 
and a member of the Atlanta Rotary 
Club, the Scottish Rite and the Shrine. 
Funeral services were held Wednesday 
morning and interment was in Crest 
Lawn Cemetery. Dr. David Marx offi- 
ciated. 


Caught Robbing Store 


PITTSBURGH, PA. (UTPS)—Robbery 
of the W. J. Crowley shoe store, Lib 
erty Avenue near Pearl Street, was 
halted by Police Lieutenant John Held. 
who found 121 pairs of shoes, 106 
boxes of women’s hose, and seven pairs 
of women’s slippers in a yard in the 
rear of the store. He found two men 
in the store taking boxes from the 
shelves. They are being held for an 
investigation. 


Adds Shoe Department 


SAN FRANCISCO, CAL. (UTPS)—The 
Sweet Sixteen Shop, 936 Market Street, 
San Francisco, has added a shoe de- 
—— to be known as The Shoe 

art. 








seetas 











REG. U.S. PAT. OFF. 


different sizes 
of Sport or Camp 
Boots in stock today 





Suitable for Members of the Girl Scouts 
and Camp Fire Girls Organizations 
Genuine Goodyear Welt 
WONDERFUL FITTERS— 
FLEXIBLE OAK SOLES— 
STEEL ARCH 
Sizes Carried in Stock, 5-8 AA, 5-8 A, 
4-8 B, 24%2-8 C and D—AIll Styles 


Terms—5% 10 days—net 30. 
West of the Rocky and East of the Alle- 
gheny Mountains, 5% 20 days—net 40. 


Write for Catalog 
5 STYLES IN STOCK 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 


Missouri 


Aurora 











**A Stitch in Time Saves Nine”—somebody “‘said it!’’ 


Or, In Other Words 


ELAM WAY 


(Cemented Soles) 


FOOTWEAR 


Will Give You the Start to Build a BIGGER and BETTER Business 


ANY that’s no idle dream. Merchants the country over are sold 100% on the ELAMWAY 
Shoes for Infants, Children and Big Children. Of course they like these TACKLESS, 
STITCHLESS, EXTRA-FLEXIBLE, SMOOTH SOLE features. They like the EXTRA WEAR 
that the CEMENT ATTACHED SOLES give. SOLES guaranteed NOT to come off. Perfected 
thru the use of the MECO LASTING MACHINE. 


America’s Leading Wholesalers are OUR Distributors. Every live Wholesaler has a complete STOCK. 
Take that “stitch in time” and order at least a few pairs. Prices no higher; double the value. 


ELAMWAYS 
in 3 Runs 
81% to 11 

5 to 8 


“RUTH” l to 5 


B3785—Beautiful patent leather one- 
strap pump. Heel. Cemented. “Elam- B8050—Patent champagne kid top and 
way.” 5-8, 844-11. vamp trim. “Elamway.” 1-5. 


ELAMWAYS Are Made in Two of Rochester’s Largest Factories 


The Olde Method The Elamway 
ELAMWAY 


Qme() 


Trade Mark 


required tacks, wax, thread and 


provides smooth soles that can- 
often nails. 


not come off. 


Factory A F. S. ELAM SHOE CO., Inc. Factory B 


¥. 5, Elam, Migr. Manufacturers, Rochester, N. Y. Byron M. Elem, Mer. 
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New Club Shop for Men at 
Cleveland 


CLEVELAND—Cleveland’s first typical 
club shop for men was opened in the 
new Terminal Building, Prospect Ave- 
nue West, on March 26, by the Zwer- 
jein Shoe Co. A. Zwerlein and James 
Brennan, principals of the company, 
have given the male shopper of this 
city something new in atmosphere. 

The interior of the shop is a com- 
bination of Italian and old English 
architecture. Walls and background 
are made of Italian travertine in light 
tan. Antique oak carved in old En- 
glish pattern finishes the trim in wood- 
work. The room is two stories high 
and contains an Italian balcony to be 
used for stock storage as well as or- 
namental purposes. The main stock 
room is at the left of the main floor, 
hidden by curtained doors. Each set- 
out post along the walls contains a cir- 
cular-topped niche harmonizing with 
the curved arches of the balcony and 
used for the display of a single pair 
of shoes. 

Only the niche and window displays 
carry any merchandising suggestion 
and the shop is typical club style. Fix- 
tures are hand-made of wrought iron, 
while all chairs and stools are uphol- 
stered in red leather. Tapestries grace 
the sides of the room, while the entire 
floor is richly carpeted, including the 
arched balcony stairway at the center 
rear of the store. Offices are also lo- 
cated at the rear. 

The new club store for men is located 
in the big new Terminal Building, 
where thousands of passengers will 
re be entraining and detraining 
daily. 


Arthur M. Dunbar Joins 
Agency Staff 


New YorK—Arthur Myles Dunbar is 
now connected with the A. D. V. Adver- 
tising Company, of 175 Varick Street, 
New York City, which has recently 
enlarged its facilities and added several 
members to its staff. 

Mr. Dunbar was for many years con- 
nected with the retail shoe business 
with the Metropolitan Shoe Company 
of Brockton, Mass., and was for six 
years the advertising manager of 
Parker-Holmes & Company of Boston. 
He was also for some time connected 
with the Dr. Wm. Scholl Manufactur- 
ing Company as eastern advertising 
manager. 


New Firms in Lynn 


LYNN, Mass.—Sibulkin & Sons Co., 
Lynn, recently incorporated with a 
capital of $50,000, and has started to 
make novelty McKays at 669 Washing- 
ton Street. Abraham, Samuel and 
George Sibulkin make up the firm. 

Taft Shoe Co., now in the Lennox 
building on Harrison Court, is making 
novelty McKays. Jacob Krasnow, 
Hyman Polansky, Samuel M. Pearlman 
and Barnet Kudroff constitute the firm. 
It is capitalized at $50,000. 


Adds Shoe Department 


NASHVILLE, TENN. (UTPS)—Arm- 
strong’s women’s apparel store has re- 
cently added a handsome shoe depart- 
ment for ladies’ shoes. The store has 
also been somewhat remodeled. 
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Revolving Shoe Display 














This new type of display table, 
which is being used in New York 
shoe stores, has a revolving disk, 
operated by an electric motor, on 
which the shoes are placed. This 
affords an opportunity for the cus- 
tomer to study the shoes from every 
angle 








Plan Water Trip to Boston 
Fair 
PHILADELPHIA—A great many mem- 


bers of the shoe and leather industry 
in Philadelphia expect to attend the 





Boston Shoe and Leather Fair at Bos- | 


ton, beginning July 7, and they have 
suggested that a trip be planned to go 
to Boston and return by water route. 


In this connection, the Merchants & | 
Miners Transportation Company will | 
operate a steamer leaving Philadelphia | 


at 5 p. m., daylight saving time, July 
5, which is scheduled to arrive in Bos- 
ton at 7 a. m., July 7, in time for reg- 
istration and the first business meeting. 

Returning, the party will leave Bos- 
ton at 5 p. m., daylight saving time, 
July 10, and will arrive in Philadelphia 
7 a.m., July 12. 

The suggestion is made that early 
application be made for reservations at 
202 S. 13th Street, Philadelphia. 


The Kawneer Company 
Acquires Zouri Drawn 


Metals 





Cuicaco—Through an exchange of 
stock, an affiliation has been effected 


between the Kawneer Company of 


Niles, Mich., and the Zouri Drawn Met- | 
als Company of Chicago Heights, IIl. | 
The combined resources will permit | 


greater research in designing store 


fronts, as well as engineering, with | 


consequent improvement in marketing 
and production facilities. An official 
announcement issued from Niles states 
that no changes are contemplated in the 
management or policies of either com- 
pany. 


Bronze Tones Predicted 


RocHEstTeER, N. Y.—“If we follow the 
style trend in Paris for early fall and 
winter,” remarked an Eastern leather 
manufacturer to a local buyer last 
week, “one of the popular shades will 
be the bronze tones in both black and 
brown. Grison, in cooperating with 
Paris fashions, has perfected a French 
bronze kid in tones blending most at- 
tractively with the black and brown 
silks and fab~ics now being promoted.” 
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Wear St raight 
Shoes 


The Biggest 
Development in 
40 Years of Shoe 

Making ! 


Arch talk takes on a new mean- 
ing when you demonstrate the 
Musebeck principle of metatarsal 
arch supporting. . . . Write or 
wire for the Musebeck construc- 
tion catalog. 


Copyrighted 


Patents 
end- 
ing 


(C) Musebeck WEAR-STRAIGHT _ insole, 
shaped to give perfect foot balance Result 
Outsoles wear straight acro the bottom in 
stead of wearing thin to wedged shape at 
outside ball (D) Thick, mellow insole, 
shaped to Metatarsal Arch A permanent 
solid leather arch that fits the normal foot 
not collapse (EB) Imported hair 
An insulation against 


and does 
felt, chemically treated 
dampness, cold or heat 


Combination 
Last 
—blucher 


060 Black Ruby Kid, Kang. Tip 3 

$060 Same as above, with Arch. Sup 
Insole eae 

065 Benz Tan Kid... 

080 Black Mellow Calf 

085 Tan Mellow Calf 





MUSEBECK 


SHOE, COMPANY 
DANVILLE, ILLINOIS 


10 Days, 30 Days Net 

















i re tl li i el 


WHERE TO BUY 
Men’s Shoes 


6h er EF 





The 


87 STYLES IN STOCK 
EMERSON SHOE MFG. 
ROCKLAND, MASS. 
WRITE TODAY FOR CATALOGUE 
IW 
reall 


KUMFORT-ARCH SHOE 


co. 














Sol Mayer Joins Sherwood 
Shoe Company 


ROCHESTER, N. Y. 
—It has just been 
announced that Sol 
Mayer has ac- 
cepted a_ position 
as sales manager 
for the Sherwood 
Shoe Company, 
Rochester, and will 
also devote a part 
of his time to the 
styling of the line. 

For many years 
Mr. Mayer was a 
successful retailer 
in Pennsylvania 
| and West Virginia. After disposing 
| of his retail shops and deciding to lo- 
; cate in New York, he later went into 

the manufacturing business. 
| Retiring from the manufacturing 
field, Mr. Mayer accepted a position 
with I. Miller & Sons. Several years 
ago he took over the marketing of the 
product of Julius Grossman, Inc., for 
the entire United States, outside of 
New York City, establishing agencies 
in the large cities throughout the 
country. 

Mr. Mayer has taken with him to 
Rochester, Salvatore Schiavone, who 
for twenty years has been acting in the 





Sol Mayer 








| 
| 


| Delman, Inc., shoes in New York. 


FoR MEN | 
M. A. PACKARD CO., Makers (P) | 
——————  £  » »&#8 3 —ees | 


NETTLETON | 
Shoes of Worth 


A. E. NETTLETON CO. | | 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY | 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE | | 

SHOES 


Brockton, Mass. 





























“HIGH ONLY” | | 


EAST WEYMOUTH.MASS. U.S.A. | 





| the same steady pace that has been 


| near the 12,000 case mark where they 
| have hovered throughout the month. As 
| a result, the total for April of this year 


| corded. 


| in April as compared with 45,382 cases 


however, have lagged since Easter. 


| tion is now being remodeled and the 


capacity of foreman, assistant super- 
intendent and quality man for Julius 
Grossman, Inc. For the last eight 
months Mr. Schiavone has devoted his 
entire attention to the manufacture of 


Mr. Mayer will divide his time be- 
tween his office in the Marbridge Build- 
ing in New York and the Sherwood 
factory in Rochester. 


Brockton Shipments Are 
Ahead of Last Year 


BROCKTON, MAss.— Production in 
Brockton shoe factories continued at 


noted for the past six weeks, with ship- 
ments for the closing week in April 


surpassed the total for the correspond- 
ing month of last year when the best 
business for nearly a decade was re- 


A total of 48,910 cases were shipped 


for last year. As a result of the fine 
showing last month, the year’s total for 
the first four months of this year is 
178,326 cases as compared with 179,011 
cases for the same period of a year 
ago. 

The call for men’s sport shoes indi- 
cates that the warmer weather has 
proven a big stimulus. Women’s orders, 


Another Monticello Bootery 


The Monticello Booteries, Chicago, 
will open a new branch store May 1, 
at 7002 North Clark Street. This loca- 


store will be run in conjunction with 


Adopts Radio as Publicity Ajq 


MINNEAPOLIS, MINN. (UTPS) 
Charles A. Kilbourne, one of the vet. 
erans of the retail shoe trade in the 
Northwest, is going right along wit) 
the modern tide in merchandising. He 
has adopted the radio as a publicity 
aid. After trying all sorts of ordj. 
nary advertising, including direct-by. 
mail, newspapers, etc., he decided to go 
in on the KSTP station time signals jp 
the mornings; and the returns in two 
weeks have been astonishing to him, 
This is one of the large stations of the 
country and has a wide range of ter. 
ritory. In the brief statement over the 
radio the announcer explains how Mr, 
Kilbourne’s shop is an exclusive chil. 
dren’s shop carrying juvenile footwear 
in all widths and sizes and that expert 
fitting enables children to overcome or 
avoid foot ailments. This form of pub- 
licity has brought in outside trade as 
well as clientele from the Twin Cities 
and their suburbs. 


Organize Jamestown Shoe 
Retailers’ Association 


JAMESTOWN, N. Y. (UTPS)—The 

Jamestown Shoe Retailers’ Association 
has been organized with Fred Conner 
as president. The new organization 
was formed under the auspices of the 
Jamestown Board of Commerce at a 
meeting of retail footwear dealers 
operating in Jamestown and Chautau- 
qua county. It starts with an initial 
membership of 16 merchants and it is 
planned to secure at least a member- 
ship of 25 within the next month. 
In addition to Mr. Conner as presi- 
dent, the officers are J. L. Newhouse, 
secretary and treasurer and delegates 
to the national association with which 
the Jamestown unit will be affiliated, 
include Glen Nelson and Wilton H. 
Anderson. 


Giant Shoes in Display 


BROCKTON, Mass.—The Field & Flint 
Co., Inc., and Hollman’s Luggage Shop 
of this city combined in a unique show- 
ing last week which attracted consider- 
able attention as well as proving a 
good business getter. 

With the growing interest here in 
golf, with a municipal course attract- 
ing 500 players daily, and two private 
courses, the makers of Foot-Joy shoes 
and Mr. Hollman cooperated in a win- 
dow display that combined the proper 
shoes for the game, correct apparel 
and appropriate clubs and equipment. 
Centering the display were three of 
the leading sport styles done in black 
and white, tan and white and two-tone 
tans of gigantic size measuring more 
than two feet long and accurate and 
correct in every manufacturing detail. 
Wearing apparel and balls and clubs 
were effectively grouped about neat 
cards stressing the displays were the 
modes for the season. 


Jacob Gross Dies 


PEOTONE, ILL.—Jacob Gross, asso- 
ciated with the Peotone Shoe Store die: 





those at West Chicago and Fullerton 


| Avenue. 


on April 14. Funeral service were he'd 
on Thursday, April 17. 
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Make Warm Weather Profits 
on CONSTANT COMFORT Shoes 


Warm weather makes Constant Comfort Shoes salable 
in volume to your customers because they are light and 
flexible, and can be worn with the new slender summer 


COMFORT s 
LYOAIWOD LNVISNOD 


CONSTANT 


® 


fashions for women. And 
they are priced right for 
volume sales—at $3, $4, 
and $5. Build up your 


summer volume on this 


© 


COMFORT 


famous nationally adver- 
tised line. Merchants in 


No. 161—83.25 No. 382—82.65 
Bleck Ruby Kid, vive Eyelet Tie, jee all parts of the country Black Ruby Kid. Four Eyelet Tie, 13/8 


In-stock : B, C, and 
Auburn; AA, A, 4. Cc, D and B Heel. In-stock: B, C, D and E at Auburn; 


St. Louis, report steady turnover A, B, C, D and B at St. Louls 
and additional profits 
from their Constant 
Comfort line. Get your 
share of this business. 


LYOAWOD LNVISNOD 


CONSTANT 


e@ 
@ 


Send a trial order on any 


of the numbers illustra- 
ted, or write for the new 
summer catalogue. Write Pe. 
Heel, “— tm str cutout ix ® to the nearest office. Black Ruby Kid, Two Strap Sandal, 


Ss i nl In-stock: Auburn, A, B, 12/8 Heel. In-stock: B, D and 
c. ty yo SS : E at Auburn; A, B, C, D and B at 


IN STOCK 


St. Louis—Auburn 


COMFORT 


LYOAWO9 LNVISNODO 


CONSTANT 


. No. 391—#82.15 
No. 111—$1.95 Black Ruby Kid, ae ~—— 
9 ‘ In-stock , B an 
mage elt ee Sent a7 aaa ga ame ee 
Heel. = stock Cc, S an cB a 
Auburn; B, C, D and E at St. Louis. St. Louis. 


AULT-WILLIAMSON 


SHOE COMPANY 


URN, ME. TURN SHOE SPECIALISTS ST. LOUIS, MO. 
euie al In-Stock Dept.) (In-Steck Dept.) 


LNVISNOO 


CONSTANT COMFORT 


LYOAWOD 
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WHERE TO BUY 
Men’s Shoes 


i did 





“A MAN’S DECISION” 


THE 


SHOE 


Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. 
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WHERE TO BUY 


Women’s Shoes 


6 6 ee em eee 





CUSHION SHOES 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., 
IN ST 


INC. 
Buffalo, N. Y. OCK 








Ultra-Smart Sandals 


Complete color 
combinations 
Unusual 
Profits 
_Write direct 


wig tee R SANDALS, INC. 
33 West 27th S New York 
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WHERE TO BUY 


Shoe Forms 


AA Ee Ee 


for Shoes a Hosiery 


made of white, 
transparent or colored 
‘FAIRYLITE 


Shoe Form Co., Ine., Auburn, N. Y. 
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WHERE TO BUY 


Sport Footwear 


6 6 


BASS MOCCASINS 











Supply Shoes for Perfect 
Foot Contest 


OAKLAND, CAL. (UTPS) — 
Oakland shoe retailers and whole- 
salers will supply more than a 
thousand dollars’ worth of shoes 
to the California State Associa- 
tion of Chiropodists for their an- 
nual convention at the Hotel Oak- 
land, May 30 to June 1. These 
shoes are to be given away as 
prizes to the fair ladies who are 
to participate in the “most near- 
ly perfect feet” contest, on May 
31, the size range being from 
4% to 6B and the entrants to 
be more than 18 years of age. 
Each of the winners will be 
awarded seven pairs of footwear, 
a pair for each occasion. Con- 
vention arrangements are in the 
hands of a committee headed by 
Dr. K. J. Rigelhaupt. Some 300 
chiropodists are scheduled to be 
in attendance. 











New Grover Organization 
Begins Operations 


STONEHAM, MAss.—J. J. Grover Shoe 
Company, a Massachusetts corporation 
which has recently succeeded to the 
business of J. J. Grover’s Sons Com- 
pany at Stoneham began operations 
April 15. It is manufacturing turns 
and welts for women and junior misses, 
soliciting the retail shoe stores and 
shoe departments and emphasizing the 
specialty lines for which the Grovers 
have been famous since 1865. 

The company owns its own plant at 
Stoneham—a ffive-story factory of 
about 60,000 square feet, well equipped 
with the most modern machinery for 
production of shoes of medium and 
high grade. 

As to personnel, Fred C. Mowry is 
president and treasurer and will super- 
vise particularly the sales organiza- 
tion. He had been associated with the 
business for a quarter-century as a 
salesman, and for a dozen years was 
one of the largest shareholders in the 
predecessor corporation. 

Other officers of the new company 
include J. H. and L. V. Grover, who 
have been active in the business for 
many years. The former will look 
after administrative details, including 
correspondence and credits, while L. V. 
Grover will be factory superintendent 
and buyer. The selling staff will in- 
clude C. H. Bennett, Pacific Coast; G. 
W. Crist, the South; J. G. Duncan, 
Kentucky, West Virginia, Indiana, 
and Tennessee; James Estey. the 
Southwest; Guy Fletcher, Middle 
States, G. P. Kimball, New England; 
J. R. Rounding, Boston. 


Harold Steele Resigns 


ATLANTA, GA. (UTPS) — Harold 
Steele, secretary of the Southeastern 
Shoe Retailers Association, has re- 
signed his position to reenter the shoe 
merchandising field. The offices of the 
association it is expected, will be moved 
from Atlanta to Savannah. 
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Coward 1929 Sales Four and 
a Half Millions 


New York—For the 12 months 
ended December 31, 1929, the Cov ard 
Shoe Co. reported total sales of $4,457, 
929, and net profits after depreciation 
but’ before Federal income taxes of 
$290,507. 

These figures were given out in con. 
nection with the issue of a two million 
dollar series of 10-year 6 per ent 
Debenture Bonds by Lane Bryant, | 
the proceeds of which are to be - 
in the purchase of the Coward Shoe 
business, as given out recently. 

Lane Bryant controls a chain of 20 
stores located in large centers throuch 
out the country, and also conducts a 
large mail order business in New York 
City. The company has complete facil- 
ities for the manufacture and distribu- 
tion of its Adapto Shoe, which it has 
been retailing on a large scale. In its 
shoe departments last year, Llane 
Bryant did a shoe volume of approxi- 
mately two million dollars. With the ac- 
quisition of the Coward stores, 
gives Lane Bryant an annual retail 
shoe business of about $6,500,000. 


Fly to New York to Buy 
Men’s Shoes 


SAVANNAH, Ga. (UTPS) — When 
Reid’s, Inc., determined to add a line 
of shoes to its regular line of clothing, 
hats and men’s furnishings, W. McNeil 
Reid and Clifford L. Baxter, the own- 
ers, jumped into one of Mr. Baxter's 
planes and flew to New York. There 
they got in touch with sales represent- 
atives of a prominent men’s shoe man- 
ufacturer and a deal was closed for 
that popular brand of shoes. The first 
shipment is expected within a few 
days. 

Mr. Baxter, the silent partner of the 
firm, is a wealthy business man of 
Beaufort, S. C., and has two acro 
planes, which he uses for his personal 
pleasure and business. He is interested 
in a number of buiness enterprises in 
Georgia and South Carolina and he 
always acts as his own pilot. Mr. Reid 
has active charge of the business, which 
was opened at 26 E. Broughton Street 
about a month ago. 


I. Miller Introduces “Ingenue” 
Department 
New YorkK—I. Miller & Sons, I: 


are introducting an “ingenue depar' 
ment” in four metropolitan shops 
officially opened on Monday, May | 
where footwear for the young lay 
from 14 to 20 is obtainable at 
one price of $10.50. 

Life-sized storks have been placed in 
windows and store interiors to aare d 
the birth of this new department, and 
the 34th Street shop is conducting d 
clearance sale to dispose of surp! 
stocks to make room for the new v‘ 
ture. 

Ingenue departments will be 
augurated in the stores at 450 Fif' 
Avenue, Broadway at 46th., 49 Wes! 
34th Street, and Fulton Street, Bro 





lyn. 
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months 
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$4,457,. 
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NO 


A: S many customers are 
lost to the merchant by 
“squeaking” shoes as by any 
other defect in footwear. 


Shoes made with ONCO In- 


nersoles will positively not 


CQ. squeak. This quality, added 
___ toits other recognized merits, 


Mann 


THE PERFECT INNERSOLE should prompt the merchant 
commen ‘ise tis to specify ONCO on his next 


FLEXIBLE WEIGHT order. 


CUSHIONED UNIFORM MOISTURE 


RESILIENCY IN QUALITY ABSORBENT 
AND THICKNESS 
RETAINS ITS WILL NOT 


SHAPE DRAW THE FEET 











FOUNDED !1852 


Portland aine 





BRANCH OFFICES: 
New York City Boston, Mass. Chieage, 111. 
233 Broadway 76 Linesein Street 110 Se. Dearborn Street 
Atlanta, Ga. St. Leuls, Me. Pittsburgh, Pa 
1023 Candler Bidg. 1012 Areade Bidg. 1626 Oliver Bidg. 


San Francises, Cal. Minneapolis, Mian. Montreal, P. @ 
58 Sutter Street 736 Plymouth Bids. 509 New Birks Bidg. 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 


AE 6 EF EF ee 


AN 
Qrrrrores 699009006 


= 


Ono @ 


IN STOCK 





e>. SB. EVAN® SON 0O., Wakefeld, WS 


IN-STOCK 





Women’s D’Orsay 
Slippers 


Sompins 
p gh] Pullman Slippers 


Nationally known. 
SWAN SHOE CO., INC. BALTIMORE, MD. 
Manufacturer 


a 
New York Offco—Room 551, Marbridge Bidg. 





PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesroom 
40-46 West 25th St., New York City 


Ra A 


High Grade Turn Mules and D’Orsays 


Catalog 
sent on 
request 





Meet Competition by Avoiding It 


(CONTINUED FROM PAGE 45) 


bass in the quartette. We are equally | 


| out of place fighting the battle of cheap 
shoes. Our field is better shoes, cater- 
ing to a class of trade that chain meth- 
ods cannot hold.” 

“Then you don’t approve my plan of 
pushing our six dollar shoes harder, 


chains can’t undersell us.” 

“That’s a hundred per cent plan, 
Charley—a hundred per cent wrong! 
It’s committing suicide just to show the 
other fellow he can’t kill you. 

“Remember this, Charley. If we 
push six dollar shoes, we surely can’t 
blame the public if it decides that pos- 
sibly after all a person is foolish to 








MEN’S FINE 
HAND TURNED 
SLIPPERS 


Manufactured 
by 
W. S. CHASE & SONS 
; Haverhill, Mass. 
Boston Office: Room 501, Statler Bldg. 











Soft Sole Slippers 
Colors in Stock 
75c. $1.25 81.85 

Send for 
Samples 


MFG. CO. 
Philadelphia 


STAR FOOTWEAR 
50-54 Ne. Fourth 8t., 








Do You Know? 


That you can buy or sell it throug 
the Classified Dept. columns. This 
feature in ite quick service is a time 
saver in meeting immediate needs. 











pay more than six dollars. 

“It is really distressing to note how 
many merchants who carry good grade 
shoes continually advertise only their 
cheaper lines. They put their cheap 
shoes to the front in the windows and 
leave the price off the better grades 
afraid that quality will drive trade 
away. 

“Such men either do not believe in 
quality or else they think the public 
doesn’t—or both. Their’s is a short- 
sighted policy, built on a false fear of 
their competitors.” 


beginning to get the reputation of being 
| a high priced store.” 

“And that’s just what we want! Down 
in their hearts when people call us a 


the quality of our shoes, not the prices 
we put on them. When we lose that 
reputation we’re through. 

“Even those who buy our cheapest 
grades like to brag they buy their shoes 
at Bowman’s just because our reputa- 
tion is on better grades. Our ten dollar 
shoes help our six dollar sales. 

“Let’s take a broad view of this price 
situation. Name over in your mind all 
the real successful, well rated inde- 
pendent shoe merchants you know of, 
the country over. 
ception they sell high grade, high 
priced shoes, don’t they? The independ- 
ent who can’t get out of the low grade 
rut today is running a very grave risk. 
You can’t build a name on low grade 
merchandise—only a_ reputation for 
selling the worst shoes in town.” 

“Don’t you think chain competition 
is killing off a lot of retailers?” 

“That’s a question, Charley. Today 
the chains are being blamed for all the 
failures. Ten years ago it was the 
house-to-house canvasser, a decade pre- 
vious it was the mail order house, and 
before that the department store. At 
first each threatened to wipe out all 
individual stores. 

“But now we have them all to com- 





| pete with. Yet, according to Dun and 


Bradstreet’s, the proportion of inde- 
pendent failures is no greater today 


| than it was forty years ago. The inde- 


pendents still do 65 per cent of the 


| nation’s retailing. 


“Since the world began retailing has 


| been changing constantly. Changes al- 


ways cause resentment among those 
affected. The merchants who refuse to 


| adjust themselves to these changes go 
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| and lax methods within the store. 


even paying as high as $4.50 to get | 
values that will let folks know the | 
| ing down is not the answer. 


| more luxurious. 


push six dollar shoes and the chains | : . : 
| have other attractions besides pric« 


“But Dad, I’m afraid we’re already | 


high priced store they are referring to | 


Almost without ex- | 


down and out—call it competition jf 
you will. 

“The competition that causes failures 
is the competition of laziness, inertia, 
The 
lowering of grades to meet competition 
is the laziest thing I know of. And the 
worst of it is, the lower you go the more 
competition you ‘meet.’ No, sir, grad- 


“On the other hand, the great de. 


| mand today is for better things, more 


more colorful, more useful, 
Merchandising is dis- 
tinctly in a quality era. Nothing sells 
simply because it is cheap. It must 


artistic, 


“That’s why the shoe chains are hay- 


| ing such difficulty in keeping up their 


volume per store. People are anxious 
and willing to pay for better service 


| but they insist on getting the service 


they pay for. 
“My idea of competing with the 
chains is to be as different from them 


| as possible, to give the very things 


they say would ruin them, such as de- 


| livery service, credit service, adjust- 
| ment service, and special order service. 


“Nor do I believe in begging for 
business on the ‘Buy At Home’ plea. 
If we cannot deserve the business on 
our own merits we have no right to it. 

“So, my son, since we can’t do any- 
thing else, let’s welcome the chains to 
our midst. They are here—and here t 
stay. Our cue is to grade up away from 
them as steadily and consistently a 
we can, not down among them.” 


Shoeman Heads Credit 
Association in Boston 


Boston, MAss.—Ralph B. Jones of 
the C. A. Goodnow Shoe Co., Boston, 
was recently elected president of the 
Boston Credit Men’s Association, an 
organization in which he has taken a 
deep interest for many years. Mr. 
Jones also has been very prominent 
in the various shoe trade credit groups 
that have been organized in Boston, and 
is considered one of the best informed 
members of the trade on credit matters. 

For several years he served as presi- 
dent of the National Association of 
Shoe Wholesalers, and is at the present 
time one of the vice-presidents of that 
organization. Mr. Jones, although one 
of the busiest men in his community 
finds time also to give a series of 
tures on business economics in North- 
eastern University, Boston. 


Business Boosted by Concen- 
trated Merchandising 


SAN FRANCISCO, CAL. (UTPS)-—R 
W. Hardebeck, general manager of the 
C. H. Baker shoe stores in San Fran- 
cisco and Portland, finds that special! 
“weeks” are productive of good resu 
April 6 to 12 was the firm’s “Opera 
Pump Week,” offering a complete line 
of every possible style and material in 
opera pumps, and also tying in all their 
noon of footwear, playing up the after- 
noon, evening, and spectator spor’ 
wear. Generous advertisements w: 





used in the leading newspapers. 
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New | Ci Ines for alee 


a. oo eS 


COLOR CARD PFISTER & VOGEL 
RECOMMENDATIONS INTERPRETATIONS 


WOMEN’S COLORS 


SALVADOR BROWN RAISIN BROWN SANDRA CALF 
ve tenon PRADO BROWN . SANDRA CALF 
MOORESQUE JAMAICA SANDRA CALF 
LEAFBROWN KAFFA BROWN SANDRA CALF 
amin MOCHA PARFAIT SANDRA CALF 


CARAMEL SANDRA CALF 


MEN‘S COLORS 


MECCA LOTUS CALF 
* 


JAMAICA LOTUS CALF 
& 


HAWTHORNE LOTUS CALF 


N keeping with the recommendation of the Tex- 

tile Color Card Association of the United States, 
Inc., Pfister & Vogel announces a complete line of 
authentic new colors for Fall footwear. 


Pfister & Vogel leathers have always been 
among the most distinctive and once again these 
famous leathers are ready to be fashioned to the 
mode by the outstanding stylists of the country. 


PFISTER & VOGEL LEATHER COMPANY 


MILWAUKEE WISCONSIN 
Branch Offices: 


BOSTON, MASS. ST. LOUIS, MO. NORTHAMPTON, ENGLAND 
PHILADELPHIA, PA. CHICAGO, ILL. LEICESTER, ENGLAND 
NEW YORK, N. Y. SAN FRANCISCO, CAL. FRANKFURT, GERMANY 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 


446 CP eee CO rh 


IN STOCK 


For Immediate 
Delivery 
Sizes 244-8 


Unusually 
smart Hand 
Turned Pat- 


terns 
black kid 
and 
soles. 





G Packed in 






Write for 18 or 36 
sample pair cases. 
pairs 





The Norridgewock Shoe Co., Inc. 
NORRIDGEWOCK, MAINE cece 


COOOOOOOOOOOOOOOOCO 


i i i i 


WHERE TO BUY 


Women’s Novelties 


66 Ae A 8 ee rr 





All leather imported Czecho Sandals 
72 pair of a color and pattern to each 
case. 

Sample cases of moulded Berts. Sonia and Riga, 
also London MeKay. can be shipped for your in- 

spection from New York. 
IRWIN W. DAVID. General Manager 
THE R. STERN CO., 303 Fourth Ave., New York 
Direct factory representatives 











WHERE TO BUY 
Modernistic Display 


Fixtures 








Personalized Service 


To the ever-increasing 
lMst of shoe organiza- 
tions who have utilized 
our services, we add the 
names of the Joy Bootery 
of Broadway, Jay-Cobbs 
of Fifth Avenue and the 
London Shoe Co. 








Retures in glass, 
carved glass, wrought iron, 
bronae, Chrome steel chairs 
and fitting stools — floor 
mirrors. 













METAL ARTCRAFT 


FIXTURE CO., Inc. 
418 W. 41 St. NEW YORK V4 

















sales on them amount to $40 against 
total sales for one day of $400. 

Put it down this way: Direct item 
sales $40, an average of $8 per item; 
total sales $400, an average of $80 per 
advertised item-influence of featured 
items on total daily sales. Keep such a 
record for the 18 selling days, noticing 
particularly the two days directly fol- 
lowing the appearance of the twice- 
weekly advertisement. It may came out 
that the percentage of direct item 
sales is higher in relation to daily store 
total, or it may be lower, than average 
directly following the appearance of 
the ad. But this is not important. 

What is important is the record, for 
it will show that, whether or not satis- 
factory results came in on the featured 
items, a certain percentage of gain 
over normal can be attributed to the 
amount of space used. This may show 
up in (1) increased dollar volume for 
the day or (2) more customers in the 
store per day, or (3) larger unit or 
bulk, transactions per customer, or all 
three. 

After a while the record will show 
that certain days of the week are best 
for advertising and that certain num- 
ber and kind of items are best to fea- 
ture for each selling period and for 
each calendar season, provided the 
checking is carried on over a year. 
And by the way, the stores enjoying the 
best results of advertising at lowest 
advertising cost are those that one way 
or another have done a little simple 
research such as_ outlined above, 
whether or not it was done just as de- 
scribed. 


Wuat AN Ap Is 


A retail shoe advertisement, or the 
ad of any retail store for that matter, 
is a merchandising picture. The bor- 
der is the frame, white space the back- 
ground, cuts, type and decorations are 
the light and shade—to give emphasis 
—and copy, ideas and values (items) 
are the spirit or life of the picture. 
That’s what a shoe ad is—a picture of 
the store’s service, goods and values— 
= the better the picture the more it 
selis. 


WHAT THE AD DOES 


The physical elements of the ad— 
typography, layout, cuts, size and shape 
of space—attract attention, catch the 
reader’s eye. 

Text elements—style of copy, infor- 
mation in descriptive text—hold the 
reader’s attention and develop interest 
in the store and its offerings. 

Kinds of items, price range, values 
for the money—the selling elements— 
turn attention and interest into buying 
action, the final aim of the ad. 

So much for what the ad is made of 
and what it does. Now the main thing— 


How AN AD WorKS 


The ad is laid out, copy is written 
and the ad is set up in type and the 
presses begin to roll. The newspaper 
used has 40,000 daily net paid circu- 
lation in a city of say 120,000 popula- 
tion. 

The picture, three columns wide, 10 
inches deep (3( inches), is turned, by 
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Making Every Ad Sell Shoes 
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virtue of the 30,000 copies of circula- 
tion, into 30,000 pictures, and along 
toward dusk, if an afternoon edition, 
this picture glides silently under the 
front doors of at least 15,000 homes 
(allowing 2 copies to a family, which 
is high) and right into the hands of 
the shoe purchasing agent of the 15,000 
families. 

And then the ad begins to work fo: 
say Green & Brown, Inc., good shoe 
merchants competing very likely with 
ten to fifteen other stores, half of 
which have shoe ads in the same paper. 


And what is it that begins to work 
for Green & Brown, Inc.? Is it the ad 
—the layout—the type—the cuts? |. 
it the style of copy, the wording, the 
captions and ideas? Partly, yes; but 
largely it is the picture these elements 
make; the picture the families see of 
this shoe for the boys, this one for the 
girls, some for the baby, a pair for 
father, two for mother. 

If all the families reached walked 
into Green & Brown’s, Inc., the next 
morning, there would not be room for 
onetenth of them, let alone time to 
serve them. If a twentieth came in 
sizes, styles and price ranges would 
break down even before the clerks col- 
lapsed and the plate glass window 
bulged outward. 

“Then,” asks the thoughtful student 
of newspaper advertising, “What is the 
use of paying the rate on 30,000 cir- 
culation if it is effective on only a 
small part?” This is the answer: The 
ad, the store picture of prices, styles, 
values and so on, does something no 
other selling or advertising device can 
do: It sorts out (something like a radio 
wave length does) of its 30,000 circu- 
lation, the people who have immediate 
needs for whatever is in Green & 
Brown’s picture of shoe values, and 
puts buying action into them; then, it 
reminds others, not immediately in 
need of the specific shoe features, that 
later on Green & Brown’s, Inc., is a 
good shoe store to remember; and in 
addition, this picture is seen by reg- 
ular, loyal established trade of Green 
& Brown, people who will go barefoot 
before trading at any other store. 
These customers, a small percentage at 
least, see something in the picture that 
is needed tomorrow or next week. That 
is the reminder element of the picture, 
worth all the ad cost if no one else 
responded. 

So the 30,000 circulation, its effect 
at least, can be divided this way in re- 
lation to daily sales volume, divided 
into results on advertised items and 
total store sales: 

Five thousand of circulation credited 
with $1,500 total daily sales; 

Fifteen thousand circulation credited 
with $500 direct item sales; 

Ten thousand circulation credited 
to maintaining prestige or good-will 
for the store (and if the store is of 
smaller daily selling capacity, the same 
proportion on smaller amounts, except 
on prestige. This varies. And here is 
a useful axiom to keep in mind: Good- 
will for any shoe develops in a custom- 
er’s mind only after she has bought 
and worn one or more pairs of shoes 
and has enjoyed satisfaction in them in 
proportion to the price she paid. 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, May 17, 












7 


\mmeal 





Bo 


cor 








There is a 






ircula- 

along 
dition, 
er the 
homes 
which 
nds of 
15,000 





POLISH 


specially made for 
each type of footwear 





rk for 
1 shoe 
y with 
alf of 
paper. 
) work 
the ad 
s? Is 
g, the 
s; but 
ments 
see of 
or the 
ir for 







Offering the proper CAVALIER polish to 
all who buy your shoes will bring extra 
profits and increased customer good-will. 








Soid exclusively to the shoe and allied 
trades. We do not sell to the drug or 
grocery trades. | 
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Write for information and prices. 


CAVALIER CORPORATION 
BALTIMORE, MARYLAND 
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for slipper uppers 


A superb finish and chic so apparent it’s almost 
a handicap ... until you learn the moderate 
cost!... Alert slipper manufacturers every- 
where have capitalized these sales-compel- 
ling Zapon advantages. § Here is a soft 
and pliable texture, in a lavish range of 
colors to conform with the mode—yet 
its durability is such that it truly 
“wears and wears and wears.” 
Zapon is just as comfortable as it 
is smart, a fact which customer 
satisfaction has definitely prov- 
en. 9 It will pay you to inves- 
tigate the full possibilities of 
Zapon—a product backed 
by 47 years of uninter- 
rupted manufacturing 
growth and prestige. 





—Il7xARINE— 


Paris-inspired—this chamois-soft material 
is available in a wide variety of colors and 
patterns, and is both extremely durable 
and water-proof. Exclusively manufac- 
tured in America by the Zapon Company. 
Send for samples now. 

















¢ 


The ZAPON COMPANY 
STAMFORD, CONN. 
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WHERE TO BUY 
Children’s Slippers 
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Approved by Medical Men 


As a fully ventilated Q 
shoe the Burkley Ven- 


Burkley Shoe Co. 
1166 Ne Meln ot 
Brecktes, Mass. 








IDEAL BABY SHOE CO. 


MRS. A. L. DAY 
887 Fourth Avenue 
New York 


828 W. Jackson Bivd. 
Chicago 
1307 Washington Ave. 
St. Louis 
49 Fourth 8t. 
San Francisco, Cal. 
Factory, Danvers, Mass. 
Send for Catalog 


gCROBAP 
SHOES 


“KEEP THE FEET HAPPY” 
Children’s Fine Footwear 
MADE WITH THE SKILL OF 
TRUE CRAFTSMEN 
MANY STYLES IN STOCK 
CREATED ONLY BY 
SHAFT-PIERCE SHOE CO. 


FARIBAULT, MINN. 
SPECIALISTS SINCE 1892 




















8 6 8S 


WHERE TO BUY 


Store Fixtures 
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HAYLE YO a & ‘ } 
‘EW GOODWIN CATALOG 
ot SHOE STORE FINI 
and STORE INSTALLATIONS 

Cc. | 
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GOODWIN & 
Worcester, Mas 
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WHERE TO BUY 
W ork Shoes 
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SPECIALISTS IN 
MEN’S and BOYS’ 


Goodwill Shoes 


‘For Hard Service and LongWear’ 
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Selling Shoes in Phoenix 

















black 
SHOE 


squares represent BooT AND 
RECORDER subscribers 


Solid 


T the end of each summer, Phoenix 

arises from four months which 
have registered a daily temperature of 
sometimes higher than 100 in the 
shade, and is ready to live and prosper 
for another eight months. Although 
the trading population during this cool 
spell is 90,000, there is an air and a 
bustle not often seen in cities with 
twice that number of people. 

During this selling period, the 14 
shoe stores and shoe departments which 
are Boot and Shoe subscribers play 
an active part. Of the estimated 
$1,330,000 of footwear sold annually, 
these 14 stores sell approximately 84 
per cent. 

Phoenix is a good shoe town, judged 
on a quality basis. Twenty per cent 
of the pairs sold to men and women are 
in the $10 and up grade; 20 per cent 
in the $6 to $10 grade; and 60 per cent 
less than $6. Department stores are 
credited with doing half of this busi- 
ness. 

Considering its location and natural 
handicaps, Phoenix is a _ growing, 
prosperous city and, like other centers, 
its shoe stores reflect the dominance 
of the Boor AND SHOE RECORDER. 
A* a recent meeting the North- 

western Shoe Travelers Asso- 
ciation endorsed Detroit, Mich., as the 
place for the next national conven- 
tion, January 3-4, 1931. Secretary 
H. S. McIntyre announced definite 
dates for the next regional convention 
to be February 16-18 in the Hotel Ft. 
Des Moines, Des Moines, Iowa. 

President Frank Bailey was in the 
chair to introduce Joe Kalisky, vice- 
president of the National association. 
Mr. Kalisky reviewed conditions in the 
shoe business. He discussed also af- 
fairs of the organization. The meet- 
ing was announced for a week ago but 
Mr. Kalisky was not able to be present. 


HARLES W. EVANS, long time 

representative in a nation-wide way 
for the former New York firm of La- 
Valle & LoPresti, has returned to his 
old home city of Chicago and is visit- 
ing the retailers of that district with 
the samples of Craddock-Terry’s ‘“Nat- 
ural Arch Bridge” shoes for women. 
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OHN E. CHARLES, well known 

among the trade as a traveling 
salesman for the Grindle Shoe Equip- 
ment Company of Harvey, IIl., col. 
lapsed of a heart attack and died be. 
fore medical aid could reach him as he 
entered the front door of his home in 
Rochester, N. Y., last week. He was 
37 years old. 

Mr. Charles, who had been met at 
the station by his wife, Mrs. Henrietta 
L. Charles, had just returned for a 
week-end after two weeks on the road. 
His wife said he rarely had been iI! 

Besides his wife, he is survived by 
two sons, John E., Jr., and Richard [, 
Charles; a daughter, Jane Charles, 
two sisters and two brothers. Funeral] 
services took place at 2 o’clock Tuesday 
afternoon, May 6, at his home. . 


RTHUR G. LA BONTE is now 
representing the Walker T. Dick- 
erson Company in the States of Mas- 
sachusetts, Maine, Vermont, New 
Hampshire, Connecticut, Rhode Island 
and northeast New York State. 

Mr. La Bonte, who formerly traveled 
for the Lape and Adler Company and 
the P. Sullivan Company, needs no in- 
troduction in his territory as he has 
spent over forty years in selling shoes. 

After a sales meeting the middle of 
May, Mr. La Bonte will be on the road 
with a complete new line of Metatarsal 
Arch Relief, De Luxe Compo, and sport 
welts. 


ILTON KLEIN, who has been rep- 

resenting the Physical Culture 
Sales Co. throughout Pennsylvania, 
Ohio, Maryland and Washington for 
the past five years, will take over the 
New York territory formerly covered 
by Ben Kohan on May 1. 

Mr. Klein will carry the complete 
line of Physical Culture Shoes for 
men, women and children, instead of 
confining himself to the women’s line 
as heretofore, and his new field will 
embrace New York City, Brooklyn and 
the state of Connecticut. 

Mr. Kohan will take over the local 
territory for J. Albert, turn sole manu- 
facturer of Brooklyn. 


H. LICHTENSTEIN, traveling rep- 
* resentative for Morse & Rogers 
in southern Georgia, died at his home in 
Statesboro, Ga., April 16, and interment 
was at Macon, Ga. He had been ill 
for the past nine months. Mr. Lich 
tenstein spent many years in the shoe 
business. Before coming to Georgia hi 
was located at Sulphur Springs, Tex. 
—(UTPS). 


EORGE W. METTLER is now th 

California-Oregon representative of 
the Florsheim Shoe Company, and his 
place as manager of the San Francis 
office of the Craddock-Terry Compan 
is now filled by his brother, C. J. Met- 
tler, for over a quarter of a centu! 
with the Craddock-Terry organizatio 
and its predecessor, C. Gotzin & ‘ 
George W. Mettler in his new positio! 
succeeds Carl Row, who passed away 1! 


January of this year. 

M R. HART, with Johnson & Mur- 
e phy, of Newark, N. J., was 4 

recent visitor in Atlanta. 
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SUMMERWEIGHT OXFORDS 


We stock this summerweight oxford in two 
leathers—black calf and tan calf. The latter 
is an attractive rich shade, not too light. 


This is the best-selling style in our entire 
Crawford Crown Quality Line. We have 
carried it without change during the last 
seven seasons—and each year the sales in- 
crease. This oxford is one of the best-known 
featherweights in America. 


Featherweight sole—heavy in the center for 

good wear, and scarfed at the edge for 

Style No. 220 light appearance. We use a special grade of 
“DUKE” "RE sole leather in this lightweight oxford which 
Black Calf nec / 5 gives very good service, and which is largely 
Style No. 223 ag y” responsible for the popularity of the shoe. 


“DEXTER” 


Tan Calf The upper leather is very smooth and mellow 


—just the kind of leather that is suitable for 
Sizes: Wingfoot rubber heel. a summerweight shoe. 


width, 7% to 11% , ; ° ° ° 
width, 7 to 11% Nerd. of léatas. The edge of the vamp is burnished, which 
: ‘ Leather counter. Flewi- ° * 
B width, 6 to 11% is cot te, ete adds to the high-grade appearance of this 
C width, 5 to ' . . . 
aan s & te iii simply detailed shoe. The tongue is leather 
H width, 5 to 12 lined. 











¢ CHARLES A. EATON COMPANY ¢ ¢ 


BROCKTON - - - - - - = = - - = = = MASS. 


Crawford In-Process SystemIs registeredinthe U.S. Patent Office 


SLIP-ON-COVER Immediate Delivery Only 


PRICE TICKETS CZECHO-SLOVAKIA 


ARE CHANGEABLE a ae 
TIME SAVERS Ie 

















C Width Only 


Beige One Strap 
White One Strap 
Beige T Strap 
242 Beige and Brown T Strap 





Size %” x 1%”. Printed as Illustration. 
Shipped Promptly. mT 909 Beige and White T Strap 


= ved Saoeey . ” ; \ i 244 White and Blue T Strap 
2,000 ie $6.00 — <i {i 244 White and Green T Strap 


ete Ge Wire Clip Paper a 245 nema and Patent T Strap 
On Back of Ticket. 246 White T Strap 


of ticket 


SALISBURY MFG. CO. | | BLOG SHOE COMPANY, Inc. 


P. 0. BOX 1523. PROVIDENCE, R. I. 147 Duane Street, New York, N. Y. 

















Boot AND SHOB RECORDER 
combining Tum SHop RETAILER, May 17, 1930 





i ellie elit edie eld ili eli ei elie elie elie lit 


WHERE TO BUY 
Ballet Slippers 


61 6 EF 6 





BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Bi02 Bik. =. A. Turn 


Child’s 6 ry 1161: 35 
Misses 11% to2— 1.40 
Women’s 2% to8— 1.45 
Also Hard Toes 
sOHW. wanes 2 py ye Pa 
Specialists in ippers 
241 No. 11th 8 st, ‘Philadelphia, Pa. 








In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC. 
147 Duane Street, 
New York City 














Rights and Lefts 
Two Grades 
Wem. Miss. Chi. 
$1.50 $1.45 $1.40 
136 61.30) «12 


In Stock 
8325 West Monroe 








Chicago, Ill. 





@THCO 


BALLET SLIPPERS 
No. C870—All sizes in stock for 
immediate delivery: Write 
y for complete 
catalog of 


ATH oO 

Athletic Shoes 

Athletic Shoe Co. 

914-34 N.Marsnfield Av.,Chicago 





Soft Toe 
Turn 
Ballets 

Black Kid 

Expertly Gastened 


Children’ s 
$1.40 


Lefts and Rights 
Women’s 
No. 100—Regular 1.50 
No. 500—Buck So’ 2.00 1.90 
F. MALOTT SHOE CO., Manufacturers 
1915 Girard St., Chicago 


In 
Stock 
H. 





* 


*KENDALL ano ter 
BALLET soem 
4 sideline of 
BALLET 
SLIPPERS 
WILL PROVE 


4 MONEY 
MAKER 





IN 
STOCK 
Orders filled day receiee 
SEND FOR CIRCULAR DEPT. C. 


KENDALL SHOE COMPANY > 
——__WAVERMILL, MASS 
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The Business Crime Court 


(CONTINUED FROM PAGE 43) 


Phelps: 
world.” 

Brent: “It is true, isn’t it, that you 
got into a trifling financial jam some 
two years ago?” 

Phelps: “Yes, sir, but—” 

Brent: (quickly) “But if you had 
bought heavily from all your vendors 
you would never have survived?” 

Phelps: (sighing nervously) “I sure 
couldn’t.” 

Brent: “I suppose some of these 
vendors complained of your buying 
from too many houses?” 

Phelps: “Sure, but they all try that 


(emphatically) “I’ll tell the 


: “Naturally, they want you to 
other fellow but keep them, 


: “T’ll tell the world.” 
: “That’s all I want to know.” 
“The witness is yours if you 
To Flinn: (sneering) “I want the man 
all right.””’ Looking at Phelps, he con- 
tinues: “So you are James T for 
Timothy, Phelps?” 

Phelps: “Er—oh, yes, sir.” 

Flinn: “So you know your own name 
when prompted. But I wonder how 
you'll be when you have to think for 
yourself.” 

Phelps: (bewildered at the district 
attorney’s attitude) “I—-yes, sir.” 

Flinn: “You never tried to buy from 
Lyons after he told you he was through 
with you?” 

Phelps: (with a burst of anger) “I 
told him first! You heard what—” 

Flinn: (sharply) “Don’t try to bluff 
the Court. Just answer the question.” 

Phelps: “Of course I didn’t. I told 
him—” 

Flinn: (shouting) “When I want 
more than a simple, honest answer to a 
business-like question, I’ll tell you. 
Now, why didn’t you try to buy from 
Lyons?” 

Phelps: (nervously) “T didn’t want 
to buy—that’s all.” 

Flinn: “You didn’t, because you 
knew Lyons wouldn’t sell to you, isn’t 
that so?” 

Phelps: I didn’t 
want to.” 

Flinn: (sneering) “You don’t know? 
You used to buy his goods and sell 
them at a profit. Then you quit—quit 
buying goods on which you made a 
profit—a living for that very large 
family of yours. Doesn’t sound reason- 
able, does it?” 

Phelps: “Well—he shouted at me.” 

Flinn: (with mock astonishment) 
“What? He said ‘boo’ to you, did he, 
and so scared you off?” 

Brent: (slowly rising) “Surely the 
Court will ask the kindly and cour- 
teous district attorney to cease amus- 
ing himself at the expense of my cli- 


ent.” 
“TI think the dis- 


“T don’t know. 


Judge Braddock: 
trict attorney could moderate his voice. 
And so far I fail to see a purpose in 
his cross-examination.” 

Flinn: “I beg the Court’s pardon for 
my exasperation at the prisoner’s ob- 
viously coached evasions.” 

Brent: (softly) “I really must object 
to the implication.” 

Judge Braddock: “Mr. Flinn, your 
language is unbecoming, and must be 
modified.” 
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Flinn: (sulkily) “I beg the Court's 
pardon. (Turning to witness) When 
Mr. Lothrop testified yesterday, he 
said he explained to you the evil of 
buying from everybody and scattering 
your, credit—all over the place. Is that 
true?’ 

Phelps: (hesitating) 
yes, sir.’ 

Flinn: “Oh, it is, eh? Afraid to ad- 
mit the truth? Never mind. His firm 
and a wholesale house helped you out 
—financially?” — 

Phelps: “Yes. 

Flinn: “Without that help you would 
have gone bankrupt?’ 

Phelps: (gulping and going 
“Er—so they said.” 

Flinn: (sharply) “So they 
Didn’t you know?” 

Phelps: “I—I suppose so.” 

Flinn: “Really. It’s hard to be con- 
siderate when you so trickily try to 
evade the truth. However, you fol- 
lowed their advice and cut down the 
number of vendors?” 

“T had to—to get 


tit it is 


red) 


Said? 


their 


‘You 
and 
out of 
bank- 


(with simulated anger) 
had fen keep alive in busines 
to avoid cheating your creditors 
their just dues—and from going 
rupt. Is not that true?” 

Phelps: (jumping) “Yes, sir.” 

Flinn: (sighing) “Ah, at last we 
are getting at the truth. Now, after 
promising to buy from a few ho uses, 
and so get your stock and your credit 
into better condition you gradual! vy be- 
gan to add more vendors?’ 

Phelps: “Well, in a way. You see, 
new things came in the market and— 
and I had to keep up to date.” 

Flinn: “Those new things you speak 
of. They were carried by the various 
wholesalers, I suppose?” 

Phelps: “Not all of them—some, I 
expect.” 

Flinn: “Yet, rather than buy from 
the wholesaler and so bunch your ac- 
counts payable, you preferred to buy 
direct and add the expense of the ex- 
tra bookkeeping, etc.?” 

Phelps: “But I save on the price— 
and I do my own bookkeeping.” 

Flinn (realizing he has slipped up, 
quickly) “Never mind that, the fact is 
you had an agreement to bunch your 
buying in return for financial assist- 
ance—and after you got the help you 
didn’t keep to your part of the bar- 
gain?” 

Phelps: “I didn’t promise never to 
buy from other firms. I think you—” 

Flinn: (shouting) “The jury doesn’t 
want to know what you think. Just 
answer my question. It is a fact you 
bought from more—many more— 
vendors after getting the help.” 

Phelps: (looking ’round wildly) “I 
—yes, sir.” 

Flinn: “Exactly. 
word?” 

Phelps was about to speak when 
Brent said, “Objection. Before the wit- 
ness can say he broke his word. he 
should be told exactly what it 1s 
claimed he promised.” 

Flinn: (to Brent) “Prisoner has al- 
ready admitted he promised to bunch 
his buying. That’s evidence enoug!h.” 

Brent: (to the Court) “I still ob- 


You broke 


our 





ject, your honor. There is no evidcnce 
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see, : By ‘ 
- is Fashion's decree of longer skirts has focused 
Ve a attention on the shoe. Since footwear either 

‘ Mm makes or mars the ensemble, the toe of the | 
sea 4 faa shoe must be as graceful as the gown itself. | 
cs (4 As Celastic —The Quality Box Toe is invariably 
ex. : selected .. . for if style is to endure throughout 

im the life of the shoe... it must be built ona & 


quality foundation. 


ie, I 


United Shoe Machinery Corporation & 


BOSTON, MASSACHUSETTS 


* 





THE QUALITY 
BOX TOE 
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WHERE TO BUY 
Ballet Slippers 
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Soft Toe Ballet Slip- 
per and all types of 
dancing footwear re- 
quired by teachers 
and profession- 
als. At once de- 
livery. Send for 


Coast Representative: 
MR. A. F. WINSLOW 
5177 Casper Avenue 


Eagle Reek, Les Angeles. 
Callfernia 
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WHERE TO BUY 


Shoe Ornaments 


Sh ee 


SHOE 
ORNAMENTS 
OF EVERY 
DESCRIPTION 


THE 
REYNOLDS COMPANY 


7 Eddy Street 
Providence, Rhode Island 
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WHERE TO BUY 
Dancing Taps 
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TAP SHOES 
Bick Kia $1.85 











BROOKS SHOE MFG. CO. 
Swanson and Ritner, Phila, Pa. 











of time, and unless a time is stipulated 
the agreement is invalid.” 

Judge Braddock: “Objection sus- 
tained.” 

Flinn: “Exception.” 

Judge Braddock: “I suggest you pro- 
ceed with the cross-examination, Mr. 
Flinn.” 

Flinn: (turning to Phelps) “After 
you again began buying in dabs, here 
and there and everywhere, Mr. Lo- 
throp’s firm told you that they refused 
to sell to you any more?” 

Phelps: “Well, in a way—yes.” 

Flinn: (scowling) “Can’t you ever 
be definite? Now, yes or no, please, to 
my question.” 

Phelps: “Yes.” 

Flinn: “And you had not previously 
told the firm that you would not buy 
from them—as you claim you told the 
witness Lyons?” 

Phelps: “No.” 

Flinn: “Would you say that Mr. 
Lothrop’s concern is a big and rep- 
utable one, whose judgment is valu- 
able?” 

Phelps: “Yes, sir.” 

Flinn: “And you have not since tried 
to buy from them?” 

Phelps: “No; I have not.” 

Flinn: “Why not?” 

“They—it—I was mad at 


(with a sneer) “That’s all, 
James, T. for Timothy, Phelps.” 

Phelps sat on the chair, still grip- 
ping the arms. Brent walked up to 
him and led him away, patting him 
gently on the back. Returning to the 
counsel’s table, he picked up a folder, 
then called “Simeon Manix.” 

A slight built man of about thirty 
rose and walked easily to the witness 
chair. He had a serious intellectual 
face and two keen black eyes which 
were half hidden by drooping lids. The 
court attendant swore him in mechan- 
ically. The witness then turned to- 
ward Brent expectantly. 

Brent: “Your full name, please, Mr. 
Manix?” 

Manix: “Simeon Manix.” 

Brent: “No middle initial?” 

Manix: “None at all.” 

Brent: “What is your profession, Mr. 
Manix?” 

Manix: “I am a specialist on retail 
marketing. I advise retailers on their 
retailing problems.” 

Brent: “You have conducted this 
work for a number of years?” 

Manix: (smiling) “Not many; four, 
to be exact.” 

Brent: “During that period you 
have conducted research and analyzed 
the condition of many large retail es- 
tablishments?” 

Manix: “Yes, sir.” 

Brent: “You are also retained as 
merchandising counsel by the State re- 
tail merchants’ association?” 

Manix: “That is correct.” 

Brent: “Would you say that an out- 
standing weakness of retail merchan- 
dising today is inability to get an ade- 
quate rate of turnover?” 

Manix: “I think that is generally ac- 
cepted.” 

Brent: “What is the usual cause of 
inadequate turnover?” 

Manix: “There is more than one 
cause. Of course, I can only gener- 
alize. But in my opinion the following 
causes combined are responsible for 
poor rate of turnover: 
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“First, ignorance of the needs of the 
trade catered to. 

“Second, buying too large quantities 
of one item.” 

Brent: “Thank you. I take it, then, 
that your opinion, as an authority on 
retailing, is that the merchant who 
buys too much of one item is kuilty of 
a business crime?” 

Manix: “I would not care to be 
quoted so strongly as that. But if a 
man consistently overbought, as many 
retailers do, on the fallacious theory 
that by so doing they save money be 
cause they get quantity prices, well, | 
would then agree that it would be a 
business crime.” 

Brent: “And by the same reasoning, 
Mr. Manix, the merchant who consis- 
tently bought in small quantities would 
be following a sound and proper pro- 
cedure?” 

Manix: (hesitating) “Under normal 
circumstancees, yes.” 

Brent: (smiling) “Thank you. That 
is all. (To Flinn) You may have the 
witness if you wish.” 

Flinn: (in an agreeable tone) “Mr. 
Manix, we all recognize you as an au- 
thority on your subject. Naturally, 
what you say has weight with the 
Court, and I am sure with the jury.” 

Brent looks up quickly at Flinn, a 
puzzled look on his face. 

Flinn: (continuing) “Further, I am 
quite sure you would not wish to give 
a biased view? I mean, that you wish 
the Court to get your full views—not 
merely such parts as appeal to my 
learned friend?” 

Manix: “Why, certainly.” 

Flinn: “Exactly. Tell me, then, 
please, what you meant when you said 
in effect that under normal conditions 
it is good policy to buy consistently in 
small quantities. What do you mean 
by ‘under normal circumstances’?” 

Manix: (clearing his throat) “I 
mean by that: If a merchant buys a 
commodity in amounts small enough to 
insure quick turnover and then repeats 
his order at frequent periods, it is 
good practice.” 

Flinn: “Good practice for him or for 
the vendor—or both?” 

Manix: “For both, if the order is 
not below the minimum necessary for 
a profit.” 

Flinn: “That’s very enlightening. 
Please elaborate that idea.” 

Manix: (thoughtfully) ‘Let me 
think—yes—it’s this way, sir. The 
manufacturer or the wholesaler should 
know the cost of handling orders. | 
regret to say that most of them do 
not know it, but that’s their fault—I 
could almost say criminal fault. Hav- 
ing established the minimum on which 
an order shows a profit, he should re- 
quire his customer to buy in that quan- 
tity. Many manufacturers are doing 
this by what they call ‘selective sell- 
ing’; that is, dropping the smaller cus- 
tomers, and making them buy from 
jobbers.” 

Flinn: “Then the retailer who buys 
in such small quantities that he cau 
a loss to his vendor is definitely c 
mitting an economic crime?” 

Manix: “True, but few realize 
They do it in ignorance, and the manu- 
facturers are equally guilty in most 
cases.” 

Flinn: “If, however, the maker and 
wholesaler both tell the retailer of his 
errors, and the retailer still continues 
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NOW READY!! 


The Most Complete 


CATALOG 


Ever Published 
of 


ENGLISH 


and Accessories 


PUTTEES, Sam Browne Belts 


Holsters, etc. 
Write for Catalog R-2 TODAY! 


COLT-CROMWELL 
COMPANY, INC. 


Est. 1899 
1239 Broadway oa New York City 














Students in famous IUinois clinic 


STUDY CHIROPODY 


Many of the world’s leading Chiropodists are former shoe people 
who have followed up their valuable experience at the fitting stool 
with a course ir, Chiropody. Today they are earning from $5,000 
to $15,000 a year. 

The opportunities for Chiropodists are unlimited. In the United 
States there are about 162,000 physicians, about 82,000 dentists, 
but only 5,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody in 
America equips you for practice. 16th year. You are ready to enter 
with four years high school or equivalent. Largest foot clinic in 
world —over 16,000 foot cases handled annually, large faculty 
physicians, surgeons, chiropodists. Write for catalog. No obligation. 


——--——— MAIL THIS COUPON TODAY -—~"~--~—— 
ILLINOIS COLLEGE OF CHIROPODY AND FOOT SURGERY 
1327 N. Clark St., Chicago, Illinois 
Gentlemen: Please send me, postage prepaid, latest catalog and complete 
information relative to Chiropody and your school. 

Name 


Street and Number..........-.-----------0----------+ 





SIX MILLION READERS 


SOMETHING MORE THAN 
JUST SHOES 


Trade Builders are an advertised 
Standard of Value. We tell the 
men in six million homes about 
them every month of the year. 
Thousands of these men are in 
your trading radius. Buy Trade 
Builders. Serve these men and 
take the profit. 


merchandising 
features of 
“Trade Builders” 


TRADE BUILDERS WEAR 
ON THE INSIDE TOO 


The Grain Leather Combination 

Counter Pocket and Back Stay is 

an Exclusive Trade Builder Fea- 

ture. Men like it. It saves the 

lining and saves the sox. Our 

super fitting Last with the pat- { ; - 

ented special steel shank provides | Counter Pockets tie Seay 
comfort men demand today in ——————— - 
foot wear. 


TOM 


A soft, easy fitting, genuine Black 
Kid Shoe with all the exclusive 
Trade Builder features at $3.50 
per pair. 


If you sell Men's $5.00 shoes, 
your axtock is incomplete without 
“TOM.” 


Write for a sample 
pair in your own 


M. T. Shaw, Inc. 
COLDWATER - MICH. 














5 2 a ila. . 
— 4 No. 4th St., Phila., Pa 
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ARCH SHOES 
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BLACK KID 
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CUT OUT SADDLE 
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“MADE IN PHILA. BY MASTER CRAFTSMEN” 
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WHERE TO BUY 
Spats 


ll ech hl aah eli tl ti eli die ie ei lie ll 


IDEAL 


Spats and Shoe 
Ornaments Create 
Customers and 
Confidence 
are the 








oldest 

: of spats and 
rhinestone shoe orna- 
ments in the Middle 
West selling direct to 
the dealers. 


MANOLIS MFG. CO. 


4248 No. Crawford Ave. 
Chicago, 111. 











CHURCH’S 
Imported LINEN Spats 
im white, grey and tan, also SAILOLOTH 


Dood for formal and theatrical affairs. 


LYONS & COMPANY 
123 Duane St., New York, N. Y¥. 
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GREATEST SPAT LINE 
OF THE INDUSTRY 
fored just s (ttle moor but priced 


EwtAL 
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= niekeumainie 


"SI 
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s 


VAT MFG CO 


Ww 
ndarad 
A ef Ss 


The world’s finest spat 
—backed by one of the 
greatest national ad- 
vertising campaigns 
ever run for Spats— 
supported by display 
cards, newspaper mats, 
a handsome box. 

Priced to retail 
$1.50 to$5.00 
Write for 
samples. 


: re , 
Watch “Standard” Spats in 1930 
S. Rauh & Co., 650 Sixth Ave., New York 
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WHERE TO BUY 


Barefoot Sandals 
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GOLD SEAL BAREFOOT 


SANDALS 
On Approval 


To convince you of the 
superior quality of our 
sandals, we will ship 
sample assortments on 
ten ‘8’ approval for 
your inspection of our 
best sellers in a variety 
of colors and heels. 


GOLD SEAL, 722 Broadway, N. Y. C. 








buying in small amounts, the extenuat- 
ing circumstance of ignorance can 
hardly be recognized?” 

Manix: (smiling) “That is not for 
me to say.” 

Flinn: “That’s all.” 

Brent: “Just one more question, 
please, Mr. Manix. Is it not possible 
that if a maker and a wholesaler told 
a retailer that he ought to bunch his 
buying, and at the same time, more or 
less force him to buy the bigger quan- 
tities from them, the retailer would be 
justified in discontinuing the advice 
because it was not impersonal?” 

Manix: “Er—yes. I should think it 
a reasonable surmise.” 

Brent: “Much obliged. 
questions.” 

Three small manufacturers were then 
called to testify that they had been and 
still were selling the prisoner Phelps, 
and that, while at times he had been 
slow in meeting his obligations, he had 
always paid up. They further testified 
that while the amounts of their sales 
to Phelps were small, they were glad 
of the business. 

Flinn, in cross examination, brought 
out the fact that none of the three 
manufacturers had analyzed their costs 
of selling and delivering, so could not 
swear that it was profitable for them 
to accept orders as small as those 
given by Phelps. 

Brent then brought out the informa- 
tion that all of the three men were 
making a small profit and that they 
felt satisfied with their progress. 

Flinn was evidently determined to do 
all in his power to shake the value of 
the testimony, so secured from each 
the admission that they did not charge 
interest on investment as an expense. 

Brent finally called the accountant, 
a man named Wigglesworth, who tes- 
tified that he had audited the prisoner’s 
books, which showed clearly that the 
prisoner’s business was not only sol- 
vent but making a modest profit. 

When this testimony was completed 
Flinn, with a shrug of his shoulders, 
declined to cross examine. 

With‘a suave smile, Brent then said: 
“The defense is happy to rest.” 

Judge Braddock then anounced that 
he would hear the summing up on the 
following Monday. He stated that he 
was acting under the advice of his 
physician, who insisted that he have a 
few days’ absolute quiet. 

The Court then called the recess. 


No more 


C. E. Lynch Shoe Co. 
Moves to Rockland 


BROCKTON, Mass.—The C. E. Lynch 
Shoe Manufacturing Co., Inc., of this 
city has purchased the former Packard 
Carton Co. factory in Rockland and 
now is engaged moving its business to 
the neighboring town. The new manu- 
facturing space comprises approxim- 
ately 18,000 sq. ft. where only 12,000 
sq. ft. were available before. 

The company, which makes men’s 
welt shoes, employs about 100 hands, 
and practically all of these will be 
taken to Rockland if they desire to go, 
according to Charles E. Lynch, Jr., 
secretary-treasurer of the company and 
general manager. Mr. Lynch and his 
father, Charles E. Lynch, are sole own- 
ers of the business. 





Mrs. Fred F. Field Dies 


BrocKTon, Mass.—Following a long 
period of invalidism, death came May 4 
to Mrs. Fred F. Field, Jr., wife of the 
vice-president of the Field & Flint, 
Inc., shoe manufacturers, this city. 
Funeral services were held here May 7 

Mrs. Field, a woman of lovable char- 
acter and charm, was a native of (am- 
bridge, being the former Ruth B. Bun. 
ten. After her marriage in 1911 to 
Mr. Field, she moved to Brockton 
where her two sons, Fred F., third, and 
Robert Bunten Field were born, the 
former now being 18 and the latter 15, 
Both are students at Culver Military 
Academy, Ind., and were called home 
when their mother’s illness reached a 
critical stage, as was Mr. Field who 
was in the west when his wife became 
seriously ill. Besides her husband and 
two children, Mrs. Field is survived 
by her mother, who lives in this city, 
and three brothers, Alger T. Bunten 
of Winchester, K. R. Bunten of this 
city and John F. Bunten, who is a 
student at Massachusetts Agricultural 
College at Amherst. 


New Rochester Shoe Company 


RocHEsTerR, N. Y.—Incorporation 
papers have been filed with the Secre- 
tary of State at Albany by Rittenberg- 
Hellman Shoe and Leather Corpora- 
tion of Rochester. The corporation 
begins business with $20,000 capital. 
Shoes and leather of all kinds will be 
deait in by the new company, the heads 
of which are David Rittenbery and 
Harry Hellman, who some years ago 
were interested in the Gar Shoe Corp 
of Rochester, makers of women’s «hoes 


Sees End of Low Profit Era 
for Tanneries 
[CONTINUED FROM PAGE 65 


tions which have yielded little return 
in the leather business, and it is to a 
careful analysis of that prospect that 
I will ask your earnest consideration 
in the group discussions which wil! 
follow this meeting.” 

Over one hundred tanners ani rep- 
resentatives of allied trades attended 
the convention of the Tanners Council 
May 8 and 9. The opening session 
was held Thursday morning with Willis 
R. Fischer, chairman of the board, 
presiding. Reports of president | raser 
M. Moffat and C. Q. Adams were fol- 
lowed by the address of William T 
Foster, co-author of “The Road t 
Plenty,” who was guest speake 

Mr. Foster spoke particularly on gen- 
eral factors making for prosperity, In- 
cluding steady employment and »st- 
ment of wealth in capital enterprises to 
stimulate production by increasing con- 
suming power. His address was Tre- 
ceived with great appreciation. Two 
new directors elected to fill vavancies 
on the board were Wilson McNeely, 
Allied Kid Co. and Walter T. (reese 
of Creese & Cook Co. 

A resolution memorializing the late 
August H. Vogel was adopted | the 
directors. 

Group business meetings followed 
the general meeting and the annual 
golf tournament was held during after- 
noons of both days. The golf «dinner 
was held Friday night with Cecil 
Adams as toastmaster. 
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THAT THE 


MILLIONS 


MAY KNOW THE DIFFERENCE 


pee ge English authority for their style 
and cut, the same fit and meticulous tail- 
oring that make fine clothes or footwear... 
these are the simple explanation of BOND 
STREET excellence and the reputation these 
spats enjoy with discriminating buyers and 
well dressed men. 


No detail is overdone, none is omitted in this 
finest of anklewear. BOND STREET character 
is as discernible as is good breeding in the 
individual. This year’s line, particularly, em- 
phasizes BOND STREET’S supreme fit and 
smartness...in a retail price range of $1.50 to 
$5.00, the most complete ever offered. 


To point out the difference between BOND 
STREETS and just “spats” will be the keynote 
of this year’s BOND STREET advertising... 
the most extensive program, and the most 
unusual, ever placed behind spats. It includes 
a national hookup of weekly broadcasts over 
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the air, a consistent program in The Saturday 
Evening Post, color advertising in Vanity Fair, 
many timely merchandising helps and 
suggestions. 


BOND STREETS are the best known, most 
demanded spats in America. You'll want the 
line. You will want to know more about 
BOND STREET’S plans for selling. Write us 
today. The Williams Manufacturing Company, 
Portsmouth, Ohio, U.S. A. 


BOND STREET 


THE CORRECT ANKLEWEAR 





N O W/ 


OUR OPPORTUNITY 
To OFFER YOU THE 
BIGGEST PIECE OF 


News IN THE SHOE 


INDUSTRY SINCE ITS 
INCEPTION 


A bold statement--yes--but read this 





tre RED CROSS SHOE 
HAS A TRIPLE APPEAL 


Consumer KNOWLEDGE 


For more than thirty-five years the RED CROSS SHOE 
name has been pounded home to the wearers of high grade 
footwear all over the country. This name is synonomous 
with high quality, select materials, excellent workmanship 
and perfect satisfaction. It identifies many retail stores 
as the agency for popular high grade footwear. 


Consumer ACCEPTANCE 


Poise, grace, beauty and all the important fashion details 
of the mode are greatly responsible for the overwhelming 
consumer demand that RED CROSS SHOES are now en- 
joying. Built over the exclusive ‘‘limit”’ lasts with a feather 
weight built-in arch and a new metatarsal conform they 
offer maximum comfort. The modern seamless sole meth- 
od, vacuum heel grip and patent arch support counter are 
other important features that make these shoes so entirely 
satisfactory yet they are no heavier than shoes sold on 
merits of style alone. 


and now a new PRICE 
You can retail RED CROSS SHOES 


| | é in Most Styles 


RED CROSS SHOE DIVISION 


THE UNITED STATES SHOE COMPANY 


CINCINNATI, OHIO 
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Notice who wear them! 


The Executive 
WEARS UNITED CUSHION 
HEELS 
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PRESTIGE... 


on the finest shoes 


This modern heel appeals 
to the wide-awake man of 
business. Its scientific core 
construction and clean un- 
broken style lines mean 
even more to the well- 
dressed man of affairs than 


its extraordinary service. 


Look for the 


CUSHION 
HEEL 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








Children’s Comfort Shoes. 


372 De Kalb Avenue, 


SALESMAN WANTED 


Experienced in selling High-Grade Men’s, Women’s and 
Apply by letter stating experi- 


ence, territory covered, age and references. 


JULIUS GROSSMAN, 


INC. 
Brooklyn, New York 


WANTED—(Side Li: 
New England. High grade novelty 
mules and d’Orsays. Straight commissio: 
Address B-818, care Boot & Shoe k 
239 West 39th Street, New York, N. \ 


SIDEL INE SALESMAN W ANTED 
“TOOTSIES” Better Shoes for Inf 
Children. Made by Master Craftsmer 
tail at reasonable prices. Styles ar 
date, scientifically correct and there 
viable ten-year reputation behind the 
has many exclusive features that rec 
it to the trade. States open are Sout 
lina, Georgia, Alabama, Florida, Lllinois 
exception of Chicago), New York | 
ception of Greater New York), Kan 
Mexico, Montana, California, Deeron 
ington, and all of New England (with ¢ 
tion of Boston). Commission basis. G 
perience and references in first lett: 
dress: TOOTSIES, INC., Rochester, > 


S ALESMAN 














Want young men who are in a 
position to travel ten months of 
the year to represent a well-known 
manufacturer of Children’s Play, 
Sport and Dress shoes, made by 
our patented process, in the follow- 
ing territories: Kentucky, Texas, 
Tennessee, Ohio, Indiana, Minne- 
sota. Commission; travelling ex- 
penses advanced. Travel territory 
close. Must be a producer. 


RAMSEY’S INC. 
347 Rider Ave., New York City 








Traveling Shoe Salesman 


» with large ae with ladies’ novelty 
to handle strong selling line shoe 
Sapam as side Tine. Commission basis, 
State 

All territories open. 


ress B749 care of Beet and Shee Re- 
W. 38th St, New Yerk City. 











S ALESMEN to sell in stock line of McKay 
novelties. Commissions paid weekly. State 
References in application. ddress B-797, care 
Boot and Shoe a a 239 West 39th 
Street, New York, 





ALESMEN—Calling on retail shoe trade to 
sell the best popular priced line of SPATS 
on the market. Box 174 Galion, Ohio. 





W ANTED—Experienced salesmen to sell on 

commission forty styles Special Process 
Women’s Arch Support Footwear carried in 
stock. Territories open: Alabama, Wisconsin, 
Minnesota and North Dakota. The Till Shoe 
Company, Owego, N. Y. 





HOE Salesman to carry side line soft. sole 

popular priced slippers. Strict commission 
basis. Resident of Chicago and Boston pre- 
ferred. Address B-809, care Boot & Shoe 
ee 239 West 39th Street, New York, 





ALESMAN—A manufacturer of medium and 

high grade stitchdown shoes offers a splen- 
did opportunity to live salesman with well 
developed territory who wishes a side line. 
Straight commission basis. Give references and 
territory covered in first letter. Address B-802, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





SALESMEN wanted to carry a complete line 

of spats and shoe ornaments as a sideline. 
Manolis Manufacturing Co., 4248 No. Craw- 
ford Ave., Chicago, IIl. 


ALESMEN wanted to carry side line of 

attractively priced house slippers, direct from 
the manufacturer. State references and _terri- 
tory covered. Address B-813, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


ALESMAN WANTED—To carry high grade 

line of turn mules and d’Orsays as side line. 
Territory: Maryland, Dist. of Columbia, and 
Pennsylvania. Straig ht Commission basis. 
Address B-819, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 








LINE WANTED 





OMEN’S welts and turns for N 
City and vicinity by young man. 
years with prominent eastern man 
Address B-807, care Boot & Shoe k« 
239 West 39th Street, New York, N. \ 


} 
I 





OMEN’S or men’s line wanted by well 

known Detroit salesman, for Detroit and 
vicinity. Address B-811, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, 
ie 





POSITION WANTED 


POSITION WANTED—Manager 

man for shoe department or store 
years’ experience; A-1 salesman; exce 
ommendations. Address B-808, care 
Shoe Recorder, 140 Federal St., Bost 


SOME RETAIL SHOE STORE OR SHOE 
MANUFACTURER NEEDS THIS MAN! 
He’s a crack-a-jack advertising man. Ile draws 
perfectly marvelous shoes. He _ writes el 
ing prestige building copy. He'll fit into a 
large retail shoe store or department stor 

or will prepare dealer ads for manufacturer 
He’s young. Make an offer. Perfect 

in department stores. Address B-& 

Boot & Shoe Recorder, 239 West 3%t! 

New York, N. Y. 











OSITION WANTED—Expert shor 

now employed, desires change, am r 
man with a desire to get ahead. Must 
manent. Selling shoes past nine year 
twenty-four, married, sober and ind 
Consider traveling. Best references 
B-814, care Boot & Shoe Recorder, 
39th Street, New York, w 





be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 


mum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. 
a box number is desired twelve words should be added for the address. 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
ew Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™ 


In all other cases each word of the address should 


Mini- 


Minimum charge $1.25. When 
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POSITION WANTED "POSITION WANTED WANTED TO PURCHASE 


————— 











——— 


HIGHEST CASH PRICES 
TO MANUFACTURERS : PAID 


I am acting for a salesman and promotional man; outstanding in this industry. rane oe, ee en ee Oe 

A remarkable record of sales and merchandising that is clean, consistent ané Est. 1890 

constructive. A man who can style and successfully market women’s shoes. MAX GLAUBERG 

For more than twelve years with one of the leading advertised lines where he 350 Canal an York City 

has always been, one, two or three in volume and always led in new business. ascetics 

A scientific specialist in opening new accounts. Always made money for his ‘oes 

firm, his trade and himself. His accounts were always the most desirable. 

Close personal acquaintance and enviable merchandising reputation with mid- 

western trade. Forty years old. Character and habits above reproach. If you contemplate selling your 

entire or surplus stock com- 

Address B-812, care Boot and Shoe Recorder, municate with us. Prompt at- 

239 West 39th Street, New York, N. Y. tention given. 


KIRSCH-BLACHER CO., INC. 
624 Broadway New York 
Phone Spring 1443 

















MANUFACTURING EXECUTIVE 


This man, forty years of age, is thoroughly equipped for any department of TO BE SURE YOU RECEIVER 


the shoe manufacturing business. HIGHEST PRICES 


for your retail odds and ends, entire 
He has achieved a remarkable record of wide and successful experience in or surplus stocks, ask us for our bié 


Ms c : ‘ (Dstab. 40 years.) Cash transactions 
leather, systematizing, costs and in every phase of operating—particularly on Export Surplus Purchase Co., Inc. 
women’s and children’s shoes. This record, enhanced by his reputation for 596 Broadway, New York, N. Y. 
sound business principles, warrants the consideration of manufacturers requiring CD Coe CONS Gee Clee ClUe 


a reliable manager or assistant to the head of a large organization. 


Address B-816, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 




















MERCHANTS’ NEEDS 

















SALESMAN with 12 years success- BUSINESS OPPORTUNITY 


ful road experience seeks connec- 
tion with some reliable manufac- USINESS established over fifty years ago 


turer or jobber. and has run continuously since desires a 


young energetic shoe man as manager. Pres- 
Address B-817, care Boot and Shoe ent owner will retire. Manager will receive 


Recorder, 239 West 39th Street, salary plus commission and opportunity to ac- 
New York, N. Y. quire interest in ownership. Store located in 
live Ohio town. Address Mr. Hutchins, 1448 — —- Are made in any style, 
Wabash Ave., Detroit, Mich., stating your ~}——|_ shape or size to fit any 
qualifications and salary expected. ne —~-| kind of shelving. 

Write for general catalog 


FOR SALE SR] and “set us sagcest the 


best ladder for your use. 
MERCHANTS’ NEEDS — = ' Milbradt 
FOR SALE - Manufacturing Co. 


. Established 1895 
An exclusive ladies’ shoe epartment E 

carrying $7,000 | stock | of high rade — a = Bay by oe 
shoes, locat n southeastern ansas ; . ° ° 
population 20,000 ; > Artistic Price ’ ‘Tickets ay ’ 

good lease, new xtures. son for Latest ia re and Domestic Roll 

selling, ill health, Address B-805, ., in Season 

care Boot and Shoe Recorder, —.? lw free on request. 
239 W. 39th St., New York, N. Y. EMIL RUBLAOK 


140-142 West Sroanwey. 
Betadushed 1908 New York 


Milbradt 
Rolling Step Ladders 


Enable you to reach your 
highest shelves convenient- 
ly. 
They last a lifetime 
and 











bib bigbbiadid 












































OR SALE—Shelving, fixtures, lease on 100 
per cent location in Fort Atkinson, Wis. 
Six thousand population. Good factory and 
dairy town. Reasonable. Sid Weber, Janes- 
ville, Wis. 











SHOE store, including four-flat building, 63rd 


and Ashland, business center. Shoe busi Wi N DOW 
ness established thirty years. Paul Tychsen, a ty 4 ORNAMENTS FOR 
6230 Ashland Avenue, Chicago. : aan ese ef FPERS DISPLAY Fj XTURES 


Ramp i 
FOR SALE—Shoe store in growing industrial HY-GRADD SLIPPER SUPPLY 00. ¢nade by 


city of western Pennsylvania. Main street lo- 683 Broadway New York City 
cation, well established business. Small capital ( 
required. Opportunity for progressive mer- 

chant or Address B-815, 








chain store. care 


Boot & Shoe Recorder, 239 West 39th Street, Everythi for Your Windows 
New York, N. Y. - aturistic Betas and 933 ARCH ST. 


Backgr 
— eee. Vase, Window 4 PHILADELPHIA, PA. 
GOOD GOING a ngs, Seenes, ° 

Berd Ribbon Borders, Deserative : 
Sarai acumen examen, | iby Rete cate Gwe tees pax, | | ARE BUSINESS GETTERS 
new fixtures and stock consisting ladies only, et. ie 


let. 

small capital needed, will sell about $1,800, live- DAVEDS DISPLAY ‘DECORATIONS 3 
lihood guaranteed. Stewart’s Shoe De artment, 118 West Broadway, New York SEND FOR CATAIOGg 
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Ladies’ Black Vici Kid 1 
Strap Slipper, Quilted Sock, 
Sewed, Turned, Leather Sole. 
Right and Left Last. 
Whole Rubber Heel. 
12 pr. lots, $1.35; 
36 pr. cases, $1.30 
per pair. Stocked. 


A. W. GREELEY 
12 Duncan St., Haverhill, Mass. 


MAIZE SHOE Co. 
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Barefoot Sandal 
IN STOCK 


A dandy 


you need now. 











shoe 





Remark- 


able value and 


New Edition Soon 
Shoe and Leather Lexicon 


We are ready to take orders for May Ist de- 
livery of the new and revised Shoe and Leather 
Lexicon. This handy book of the trade is in its 
sixth edition, over 100,000 copies now in use. 
Price 50 cents. 





a profit - maker. 
So’s our entire 
line! 


Order at Once 





TaN ia\tva\thva 


B469— Dark 


buckle. 


smoke elk, unlined, 
2-6. $1.10. 





Sell “Sunbeams” on a liberal com- 
mission basis. All shoes in stock. Make easy 
money quickly and steadily. Give us information 
as to territory, your main line, etc., in confidence. 


SALESMEN! 


\i'/@\ ie) t/a\h/a\iie\e/ex 











Boot and Shoe Recorder 
239 West 39th St. New York, N. Y. 


























MERCHANTS’ NEEDS 


BLANCO 


KEEPS WHITE SHOES 
WHITE 














In tubes ready for use or in 
cake form 


tanme MARRAR, « Caanpensy| 
SOLE AGENTS FOR THE UNITED eraras | 





TILTS ATANY ANGLE 





$5.00 Per Gross 
$2.75 Half Gross 


Guaranteed to give 100% 
Satisfaction 


M. D. POLLINGER CO. 


416 Victoria Bldg. St. Louis, Mo. 


Gaston Poirot to Visit France 


Hospitality 


The Hotel Sinton is famed 
for its friendly, comfortable, 
home-like atmosphere. New- 


C1INCINNATI— 
Gaston P. Poirot, 
designer for the 
United States Shoe 
Company, is_ re- 
turning to his na- 











ly remodeled, beautifully 





furnished. Every modern 
convenience. Bath and ser- 
vidor in every room. Five 
convenient dining rooms. 
Most desirable location. 125 
sample rooms—the best in 
the country! 


Hotel Sinton 


Cincinnati’s Finest Hotel 


John b. Horgan 


MANAGING DIRECTOR 








ESTABLISHIO a 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 
ee 
FRANK C. MEYER Co.« 
yet canon ee) 
23-271 LEXINGTON AVE , BRODKLYN. NY 


AMERICA'S CREATEST 
SHOE CARTON & LABEL MFCS 


tive country, 
France, the early 
part of June for a 
two months trip 
during which he 
will visit Deauville, 
Paris and other 
centers where fash- 
ion ideas originate. 

During the past 
few years in the United States 


Gaston P. Poiret 


Poirot has made a splendid reputatio 


for himself as a shoe designer, 
from the practical and the art 
point of view. While in Europ« 


will, of course, return to his home tow 


in France for a visit with his mo! 
and father. 
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Business Changes 


ILLINOIS—Chicago—Herter & Kalis (“H & 
K Shoe Store”) (1213 W. 31st St.); boots 
and shoes; partnership dissolved; succeeded by 
Fred Kalis. 

Mendota—Moore & Hessenberger (The Fritz 
Shoe Store); boots and shoes; partnership dis- 
solved; succeeded by Edward T. Moore. 

INDIANA—Auburn.— Muhn_ Bros. Clo. 
boots, shoes, ete.; sold to T. L. Marks. 

Bedford—George M. Foster; boots and shoes; 
reported selling or sold out. 

KENTUCKY—Louisville — Golden Bootery; 
boots and shoes; inc. authorized capital $2,500. 

MAIN E—Bath—Hatch’s Shoe Store; boots 
and shoes; inc. authorized capital $10,000. 

MASSACHUSETTS—Amesbury — Paramount 
Shoe Co. manufacturers; inc. authorized 
capital $50, 000. 

Boston—Arch Aid Shoe Shop, Incl. 
shoes; filed issue of 115 


Co. ; 


boots and 
shares of common 


stock. 

Dudley Bootery, Inc.; boots and 
authorized capital $25,000. 

Meyer Pearl; wholesale boots and 
moved to 166 Lincoln St. 

Model Shoe Store; boots and shoes; business 
certificate filed by Harry H. Gilman. 

Brockton—Lynx Shoe Co., Inc.; manufactur- 
ers; filed issue of 70 shares of common stock. 

Chelsea—Young Shoe Mfg. Co., Inc.; filed is- 
sue of $5,000 common stock. 

Lowell—Burcell’s Shoe Stores, Inc.; boots and 
shoes; inc. authorized capital $50,000. 

Malden—Spencer Chain Stores, Inc.; boots and 
shoes; capital stock increased by $200,000. 

Newburyport—Rowe & Thurloy, Inc.; shoe 
manufacturers; filed issue of 200 shares common 
stock. 
MICHIGAN—Detroit — Park Shoes, Inc.; 
boots, shoes, etc.; inc. authorized capital $10,000. 

Grand Rapids—Spring Friedman Drygoods Co. 


shoes; inc. 


shoes; re- 


(163 Monroe Ave., N. W.); 
reported liquidating. 

MINNESOTA—Bemidji—Borlang & Benson; 
boots, shoes, etc.; partnership dissolved; suc- 
ceeded by G. B. Borlang. 

Park Rapids—Borlang & Benson; boots and 
shoes; partnership dissolved; succeeded by H. 
J. Benson. 

NEW JERSEY—Kearney—Samuel M. Rosen- 
baum, Inc. (7 Kearney Ave.); boots and shoes; 
incorporated. 

Trenton—O’Neill Shoe Shop (176 S. Broad St. di 
boots and shoes; inc. authorized capital $20,000 

NEW YORK—New York City—De Zons Shop, 
Inc. ; boots and shoes; incorporated. 

Meldo Shoes, Inc.; boots and shoes; 
thorized capital $10,000. 

Moos Modes, Inc.; boots, 
porated. 

OHIO—Cleveland—Princess Shoes Inc., (837 
Leader Bldg.); boots shoes, etce.; incorporated. 

Columbus—Robert Lee Men’s Shop, Inc. (33 
W. Long St.); boots, shoes, etc.; incorporated. 

Harrison—John Fischer; boots and _ shoes; 
sold to Chester W. Fischer. 

Springfield—Isaac L. Goldberg Co.; boots 
shoes etc.; inc. authorized capital $25,000. 

PENNSYLVANIA—Alteona — John Gingrich 
(2716 Union St.); boots and shoes; recently 
commenced business. 

TEXAS—Dallas—Style Shoe Co. (907 Jackson 
St.) ; wholesale boots and shoes; reported liquid- 


ated. 

WEST VIRGINIA—Princeton—S. Lisagor; 
boots shoes, etc.; reported sold or closed out 
business. 

WISCONSIN—Milwaukee — Charles Walker 
(1509 Vliet St.); succeeded by Walker Shoe 
Store, Inc. 

WYOMING—Cody—Frank & Ed., 
shoes etc.; succeeded by Max & Ed., 


boots, shoes, etc. ; 


inc. au- 


shoes, etc.; incor- 


Inc.; boots, 


Inc. 





Failures, Embarrassments, Etc. 


CALIFORNIA—Visalia— W. E. Drabnick; 
boots shoes, etc.; reported assigned. 
GEORGIA—Atlanta—Ray Bros. (Julian M. 
Ray); boots and shoes; reported petition in 
bankruptcy. 
Brunswick—A. Cohen; boots, shoes, etc.; re- 
ported petition in bankruptcy. 
ILLINOIS—Chicago — Harvey’s Dry Goods 
Stores, Inc. (68 Halsted St.); boots shoes, etc. ; 
reported petition in bankruptcy. 
KENTUCKY—Harrodsburg—Louis Friedman ; 
boots, shoes, ete.; reported assigned. 
MAINE—Lisbon Falls—Louis J. 
(Belanger Bros.); boots shoes, etc.; 
petition in bankruptcy. 
MICHIGAN—Detroit — Max 


Belanger 
reported 
Maurice (4724 


Cadillac Ave.) ; boots and shoes; reported peti- 
tion in bankruptcy. 

Max Perlmutter 
boots shoes, etc.; 
ruptcy. 

J. Saks & Son (5656 W. Warren St.); boots, 
shoes, etc.; reported petition in bankruptcy. 

Reed City—Gideon S. Gerhardt; boots and 
shoes; reported petition in bankruptcy. 

MISSISSIPPI—Meridian—-S. F. Knox (‘Knox 
Shoe Store’); boots and shoes; reported peti- 
tion in bankruptcy. 

NEW JERSEY—Camden—Morris 
(2511 Federal St.); boots and shoes; 
petition in bankruptcy. 

Hoboken—Morris Weinroth 


(8006 W. Jefferson St.) ; 
reported petition in bank- 


Schwartz 
reported 


100 River St.); 


Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 
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boots, 
ruptcy. 

NEW YORK—Hollis — William Sternberg; 
boots and shoes; reported called meeting of 
ereditors for May 8. 

New York City—Princess Slipper Co., Inc. 
(152 W. 25th St.); manufacturers; reported of- 
fering to compromise at 20 per cent. 

Weller & Leibow, Inc.; boots and shoes; 
ported assigned. 

Bernard Wohlgemuth; boots 
ported petition in bankruptcy; 
appointed. 

Port Richmond—Boyd & Hill (155 Richmond 
Ave.) ; boots and shoes; reported assigned. 

Richmond Hill—Israel Hirschhorn; boots and 
shoes; reported called meeting of creditors for 
May 8. 

Syracuse—Isador W. Cohen 
St.); boots and shoes ; 
ruptcy. 

OHIO — Cleveland — Morris M. Rothman 
(Mary’s Men’s Shop); (12911 St. Clair Ave.) ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

OKLAHOMA—Tulsa—Peacock Shop (517 S. 
Main St.); boots and shoes; reported petition 
in bankruptcy. 

PENNSYLVANIA — Philadelphia — Bernard 
Stevens (5021 N. 5th St.); boots and shoes; re- 
ported called meeting of creditors for May 6. 

Reuben Cohen (1628 S. 2nd St.); boots and 
shoes; reported called meeting of creditors for 
May 9. 

Frank A. Kramer (3609 Germantown Ave.) ; 
boots and shoes; reported offering to compromise 
at 10 per cent. 

Sharon—Edward I. Meyers; boots, 
reported petition in bankruptcy. 

SOUTH CAROLINA—Easley—Edwin L. Bolt 
Co.; boots, shoes, etc.; reported petition in 
bankruptcy. 

SOUTH DAKOTA—Sioux Falls—G. L. Nadel, 
Inc.; boots, shoes, etc.; reported petition in 
bankruptcy. 

VIRGINIA—Richmond—Hub Clo. 
boots, shoes, etc.; reported petition 
ruptcy. 

WISCONSIN—Milwaukee —- John  F. 
(1571 Teutonia Ave.); boots and shoes; 
ported petition in bankruptcy. 


shoes, etc.; reported petition in bank- 


re- 


and shoes; re- 
reported receiver 


(508 S. Geddes 
reported petition in bank- 


shoes, etc. ; 


Co., 
in 


Inc. ; 
bank- 


Engel 
re- 


New Shoe Dealers 


New York, N. Y.—Boston Shoe Market, 
11 Jamaica Ave., Queens. 

New York, N. Y.—Albee Shoes, 
Ave., Kings Co. 

Detroit, Mich.—Park Shoes, Inc. 

Chicago, IilL—North Park Booterie, 
3244% Bryn Mawr Ave. 

Perry, Fla.—The Emporium, 

Flora, Ill.—G. P. Michelson. 

New York, N. Y.—Radner 
Reade St. 


160- 


166 Flatbush 


Inc., 
Inc. 
93 


Shoe Co., 


articipate tn 


! Schol!s 


\ 


FOOT COM FORT WEEK 
JUNE 14 121 


Write at once for window trim material and 
newspaper electros to tie up with this great 
shoe store event. 





Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the righi fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor anp 
SuHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 





A Buying Guide to 
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Alden, C. H., Co., Abington, Mass. 
Athletic Shoe Co., Chicago, Ill 

Ault Shackford Shoe Co., Auburn, Me..... 
Ault-Williamson Shoe Co., Auburn, Me... 


Bass, G. H., & Co., Wilton, Me 
Biarritz Sandals, New York City 
Bleecker Shoe Co., New York City 


Blog Shoe Findings Co., New York City 
58, 80, 79 


Brooks Shoe Mfg. Co., Phila., Pa......... 82 
Burkley Shoe Co., Brockton, Mass 


Capezio, New York City 

Chase, W. S., & Sons, Haverhill, Mass.... 74 

Clapp, Edwin, & Sons, Inc., E. Wey- 
mouth, Mass. 

Colt Cromwell Co., New York City 

Concord Shoe Co., Inc., New York City... 

Coon, W. B., Co., Rochester, N. Y 

Crescent Shoe Co., New York City 

Crossett Shoe Co., Boston, Mass 


Dryzer & Rosenberg, Inc., New York City 59 
Duane Shoe Co., New York City 59 
Dunn & McCarthy Co., Auburn, N. Y..... 26 


Eaton, Charles A., Co., Brockton, Mass... 79 
Ebberts, John, Shoe Co., Buffalo, N. Y.... 72 
Edwards, J., & Co., Phila., Pa. 4th Cover 
Elam, F. S., Shoe Co., Rochester, N. Y.... 68 
Emerson Shoe Mfg. Co., Rockland, Mass.. 70 
En-Joie Shoe Co., Endicott, N. Y 

Enna Jettick Shoe Co., Auburn, N. Y..... 
Evans’, L. B., Son Co., Wakefield, Mass... 


Florsheim Shoe Co., Chicago, III 
Friedman, B., Shoe Co., New York City... 
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SWEETER SERVICE WITH PROFITS.... 
A RED Hot SUMMER AHEAD 
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Profits in Unusual Summer Foot- 


Opinions by the Editor 

By Harold Whitehead 

Meet Competition by Avoiding It 44 
Increased Sales at Lower Cost.. 46 
Memorial Day Opens the Season 48 


By Harry R. Terhune, Field Ed- 
itor .... 


What’s Doing Everywhere ..... 


Changes, 
Stores 


Embarrassments, New 


Gibbon, C. S., Phila., 

Gold Seal, New York City 

Golo Slipper Co., New York City 
Goodwill Shoes, Holliston, Mass 
Greeley, A. W., Co., Haverhill, Mass.... 


Helmholz Shoe Mfg. Co., Milwaukee, W 


Ideal Baby Shoe Co., Danvers, Mass... 


Johnston & Murphy, Newark, N. J... 
Juvenile Shoe Corp., Aurora, Mo..... 7 
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Kendall Shoe Co., Haverhill, Mass.... 


Levey Bros., New York City.... 


Maize Shoe Co., Rochester, N. Y 
Mallott, H. F., Shoe Co., Chicago, II!.. 
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Merchants Shoe Co., Boston, Mass. 
Musebeck Shoe Co., Danville, Ill... 


Nettleton, A. E., Syracuse, N. Y.... 
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Old Colony Shoe Co., Brockton, Mass.. 


Packard, M. A., Co., Brockton, Mass. 
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Wright, E. T., & Co., Rockland, Mass 
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Amalgamated Leather Co., Inc., Phila 
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Lancaster, 


Armstrong Cork Co., 


Barrett & Company, Newark, N. J 
Brown Company, Portland, Me.... 


Calf Tanners Association 


Dimond Kid Co., Boston, Mass...... 2nd Cover 
Dryden Rubber Co., Chicago, IIl.... 8 


Essex Rubber Co., Trenton, N. J..... 1, 61 
Evans, John R., & Co., Camden, N. J 18-19 


Hubschman, E., & Sons, Phila., Pa... 
Levor, G., & Co., New York City 


New Castle Leather Co., New York Cit) 
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Next Week 


you will find 
in the 


Boot and Shoe 
‘Recorder 


[Feet get the idea that selling at 
retail is a humdrum, casual ex- 
istence tied up with sweeping floors, 
polishing windows and keeping shop. 
It is one of the glorious adventures of 
business. In this issue we plead for 
a new type of initiative. Too often 
experience breeds contempt for initia- 
tive—its still, small voice whispers, 
“Do it the same way you did it last 
year.” We purposely make this issue 
one that will arouse all stores to their 
opportunity for mid-summer selling. 
A dozen selling ideas of radically dif- 
ferent nature go to work in this issue. 
A new sparkle of children’s shoe 
selling will aid in the change from 
school to play—when new shoes are 
needed most. 


AAA 


when competition is 

keen and all sorts of stores are 
clamoring for the attention of the 
throngs who make up the crowd in the 
street, it’s no easy matter to stop the 
customer and make him step into your 
store. How an Atlanta shoe man gets 
attention, not alone from ordinary 
folks but from bank presidents, college 
professors and such through the clever- 
ness of his devices makes an interesting 
story that’s decidedly practical as well. 
Harry Terhune, Boot AND SHOE RE- 
CORDER field editor, tells about it in 
next week’s issue. 
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N these days 
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Hidden beneath the surface, unseen to the eye, reposes seven-eighths 
of the strength and beauty of an iceberg — a firm foundation. 


The hidden strength of every shoe tip is the box toe. That character and 
distinction so essential in modern footwear is yours when you specify 


VULCO-UNIT BOX TOES 
BECKWITH MANUFACTURING COMPANY 


Largest manufacturers of Box Toes in the World 

Statler Building Boston, Mass. 

Og tw a - . . 
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